rECHN * ¥4 3 
awata te Fee 


"BOOT, “w | yes er ae 
“5, RECORDE 
| SHOE 


THE GREAT NATIONAL SHOE WEEKLY — t'téaintS «= THE SHOE RETAILER 
VOL. 100—Fiftieth Year OCTOBER 24, 1931 NO. 7 


SPECIAL SHOES 
for SPECIAL MARKETS 


BUT 
td. 
DAREX SOLES 




















« Hofheimer’s, Inc. intro- « Here’s “The Skipper” — 
duces this rugged and ee designed by a yachtsman 
smart FOOTBALL / for yachtsmen. Merchan- 
leather moccasin to m / dised by A. G. Spalding 
Southern Colleges. a and Bros. 





The Harvard Co-opera- » Arnold Authentics—for » 
tive Society sells a great both men and women. 
many Harvard men this : M.N. Arnold ShoeCom- 
smart Banister shoe in par es pany designs these shoes 
Martin’s grain. i a © for better golf. 





« The E. T. Wright Arch- mee « A stylish and extremely 
Preserver Professional ‘ ts, popular plain toe college 
shoe for doctors, den- a AK shoe of Wm. Hahn & 
tists, nurses, barbers, etc- ty 











A GREAT MANYkey retailershave For the manufacturer the problem of what sole for 


been able to secure additional and profitable sales what shoe is solved. Darex more than fulfills the 
by co-operating with the manufacturer in the devel- requirements for every occasion except the most 
opment of special types of shoes with Darex Soles. formal. Remember — Darex Insulating Soles are 
A few of these shoes are illustrated on this page. (1) cool in summer, warm in winter (2) waterproof 
They may suggest to you some groups of shoe (3) slip-proof (4) quiet (5)non-marking (6) pliable 
buyers in your city that will welcome specialized (7) durable (8) resilient (9) non-spreading (10) 


footwear — and increase your sales accordingly. smart looking Write us for particulars. 


DEWEY ano ALMY CHEMICAL COMPANY 


CAMBRIDGE, MASSACHUSETTS 











Ni Sight nt 


N.S.R.A. ‘Convention i Chicago-- Jone 475.6. 7098 








W , © Oo merchant 
- evo" w ct upon his oa 
ok W{VSI> for the Lnowiedge to make corect de 


cisions in present-day merchandising. 
V\ Climb over the four walls of your own busi- 
©) ness—venture into new fields—pry into 
Oo Y other methods—discover new ways and 
means of developing more business from 
ee your present customers and devising new 
Reduced railroad rates from all parts of U. S. and lal plans for securing new customers. 


securing special certificate from railroad agent when pur- 
It is to your best interests to attend the 





chasing transportation. 








2ZIst NATIONAL CONVENTION and 


Re EXHIBITION of SHOES, LEATHER and 
ACCESSORIES conducted by the— 
National Shoe Retailers Assn. NATIONAL SHOE 
8 S. Michigan Avenue, CHICAGO RETAILERS ASSOCIATION. 


Manufacturers interested in securing display room should write N. S. R. A. Headquarters at once. 


21°" ANNUAL CONVENTION 
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MAKING an 
IMPRESSION 


EDIGO-LAKE styling does full 
justice to Pedigo-Lake craftsman- 








ship. Every shoe that bears this name has the 
charming exterior necessary to make a good im- 
pression ... and the truly fine inner qualities to 


make that impression lasting. 


Yet, this impression has been achieved without a 
price penalty. These fine shoes retail in the $7.50 


fed. Z O to $8.50 range—a new low for genuine consumer 
satisfaction. . 


ae LY Without a doubt Pedigo-Lake shoes have what it 
takes to make the kind of impression that builds 





Cost no More Than They a profitable shoe business—quality. 
/ Need to... to be the fine 
shoes they are. 


Pedigo-lake Shoe Co. 


SAINT LOUIS, MISSOURI 


Distinctively Fine Footwear for Women 
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STANDARDIZED KID | 




















Standardize on 
Cvarns. Brand. 
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Nunn-Bush 


Standardize on 


CLiby Kh: 


The sales stimulation value of customer 
good will seems to be appreciated thorough- 
ly by NUNN BUSH, makers of Ankle-fash- 
ioned oxfords for men. One rarely, if ever, 
hears anything but favorable remarks con- 
cerning them or their product. 


We judge this to be due largely to their prin- 
ciples of quality maintenance, upon the 
strict and steady repetition of which their 
trade has been taught to rely. 


Nunn Bush standardizes on RUBY KID 
—not only because it meets their ideals of 
beauty, service and comfort—but for the 
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idee 





still more important reason that it continues 
to give them standardized satisfaction in 
each of these vital details. JOHN R. EVANS & CO. 


Camden, New Jersey 


St. Louis 
Milwaukee 
Cincinnati 

Philadelphia 

Rochester 

Boston 





IT'S AN 


SVAN 
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VICI 21 6 ¢ A Brown anticipating the Spring demand 


for a colour combining utility with smartness. 


VICI 505: The Blue that will take its rightful place 


beside Black and Brown this Spring. 


VICI 402: A new development of VICI Velvet, the 


semi-bright finish, offering inspiration for the time-honored 
Black shoe. 


VICI 4018 The Black Dull Finish still con- 


tinues the favorite of the sophisticated woman 


VICI 21834 deep Brown, rich in colour 


and practical in purpose. 
with unerring taste in fashion. 


VICI 4123 4 distinguished Green crea- 
VICI 4003 Black Glazed...a staple 


ted for women seeking individuality -in dress. 


which has often been imitated but never 
. VICI 325 8 A distinctive viCi Beige, soft N equalled . . . retains its perennial place in 
N / the world of chic. 





and subtle —_. synonymous with Spring. 


FOR THE MEN’S TRADE 
VICI 403s The newest creation -in Black... 


an unprecedented opportunity to please men of all 
ages with a light-weight shoe that is good-looking, 
and combines durability and comfort with style. 


ROBERT H. FOERDERER, INC. 


SEND FOR FRANKFORD, PHILADELPHIA 
SWATCHES 
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STRATE LAST 
A to B 





5555 Black Kid Corded Kangaroo Tip............ $4.50 










COMBINATION 


AA to E 






@O Black Kid, Kang. Tips..................... $4.56 
$60 As above with Arch Support BRIE, occ ccccce 4.85 
OE SHEE Scndcedcdccuvsbecdteoastesececss 4.50 


ORTHOPEDIC 
AA to B 










POLICE SHOF 
No. 11.. - $4.00 
AA to ‘EE 
11 Black ‘Calf 
Counter, vient 

ized overweight 
double sole, Bar- 
bour Stormwelt 
Police 


Shoe.. $4.00 
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Satisfy Hard Customers 


MUSEBECK 


Dahle izch (Year Stanight 
SHOE 


IN STOCK CATALOG 








With the Musebeck Shoe you 
can give a real shoe service to 
every man coming into your 
store—the man who complains 
about his soles wearing thin to 
one side, the man who com- 
plains about his arches, the man 
who complains about short 
length of service—take ’em all, 
just as they come and in the 
Musebeck Shoe you can give 
them what they want and prove 
to them that you are giving it 
by showing them the cut-apart 
demonstrator model which we 
will furnish. 





All stock numbers prefixed with 
the letter S are made with arch 
support innersole as illustrated 
above. 





Terms 2% 20 Days, 30 Days Net 


S iO) 


DANVILLE, ILLINOIS 

























COMBINATION 
A to B 
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VER 
6,500 


DEALERS 
know 





THE VALUE 


of the 
FREEMAN © 
FRANCHISE 
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LETS CHECK THE REASONS 





Freeman pioneered and proved the idea 
that shoes with style, fit and -quality, 
could be built to sell at popular prices. 
Style leadership. No better style at 
any price. : 

Quality. Finest imported and American 
leathers that take a lustrous, lasting shine 
and are famous for wear. 

4 Wide range of sizes — 5 to 14, AAA to 
EEE. No shoes at any price fit better 
than Freeman Shoes. 

5 In-stock service — “Every style a stock 
style"— originated by Freeman. Smaller 
inventory — more turnovers per year. 





Dominant national advertising has made 
Freeman one of the best known names 
in the men's shoe field, with a strong 


This Neon sign in your window 


brings the power of Freeman 
national advertising in The Satur- 
day Evening Post to your store. 


| 


public acceptance. 
Freeman shoes are sold only to respon- 
sible dealers. No sacrifice of quality to 
cover credit losses. 
Freeman dealers are backed by one of 
the strongest companies in the industry. 







Freeman sales volume has increased 
every year. 1931 sales to date are 
ahead of last year. 

10 Cooperation and square dealing all 
along the line. One price — one policy. 


td 


Let's get together and talk things over. 


yyy y VN Nw 


im 





FREEMAN SHOE CORP., Beloit, Wisconsin 


















©F-.S. Corp., 1931 


$ 
SHOES for MEN va 
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Youth wants the best — 
and finds it in the GA 
United Cushion Heel... 
SMART, NEAT, LONG- 
WEARING and CLEAN. 


No nail holes to track 


fig REO TERR ONE. 
es Bn ae poise : 


stones indoors. 


On the best shoes! 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Announcing a); 


VODE 
Pain 
BUKIXID 











THE LATEST VODE KID ADDITION. 


| CEEEEEEEEEEE 
This new member of the Vode family arrives just 
as extreme emphasis is placed on white accents in 


Spring footwear. Exceptional qualities recom- 
mend its use for carrying out the white keynote. 





i BUKKID is true white .... remains so... . and 
| is easily cleaned. Being strong and not stretchy, 
it holds the shape of the last. Because kidskin 
always flatters the foot, shoes of BUKKID make 
feet look smaller. 





And, as BUKKID has exceptional cutting value, 
it is economical and well suited to extensive use. 


ALLIED KID 
COMPAN Y 





STANDARD KID DIVISION 
209 SOUTH ST, BOSTON 
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No 
marred 
floors! 
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Because no sole ever built will outwear 
Goodyear Wingfoot Soles—it’s important 
to have them on shoes you sell to people 
these days. 

ECONOMY is still the big word in 
many buyer’s minds. They want com- 
fort —they want style—of course. But 
they expect long wear—and they get it 
in shoes equipped with these tough, 
sure-footed, waterproof soles. 

Salesmen — policemen — postmen — 
workmen — children — every man or 
woman who needs real “mileage” from 
shoes — will thank you for selling them 
shoes with Goodyear Wingfoot Soles — 


and come back for more. 
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The Independent’s Future 


We were talking about this and that and finally the 
conversation swung around to Hard Times, which is a 
habit it has these days. If business ever does get better 
what on earth will there be to talk about. 

Well, I was telling Walter Booth that times like these 
make men think of returning the children to heaven 
with rejection slips. Shipping the wife back to her folks. 
Selling the home and furniture and trading in the old 
bus for a bicycle. Then I said; 

“Walter, do you really think the Independent Shoe 
Retailer has a future?” 

“Of course he has,” said Walter Booth, “his future is 
brighter than ever and it’s all in front of him. Because 
out of the strain and stress of the so-called slump he has 
learned one, big important lesson. 

“He haslearned not to worry about Chain Store Com- 
petition. That was the big bugaboo a while back. Why, 
I knew shoe merchants, fine fellows too, who were carry- 
ing three times the load of worry they were entitled to! 

“It’s just like Dr. Osler used to say; ‘The load of to- 
morrow added to that of yesterday, carried today, makes 
the strongest falter’. Shoe merchants worried about 
Chains that had opened, those that were opening today 
and those that might open tomorrow. It was too much! 

“Today, the Independent who buys his SHOES from 
us is bound to succeed because our proposition is laid 
out for his benefit and PROFIT. He gets individual styles 
to show that make his store different.” 

I thought it time to say something, so I tried this; 
“Walter do YOU sell the Chains?” 

All I got for my trouble was; “HELLNO!” 


WALTER BOOTH SHOE CoO. 


MANUFACTURERS 


302 N. Broadway, Milwaukee, Wisconsin 


Retailing at $3.50 to $6.50 at a profit 
In stock AAA — EEEE. Sizes 5-14 








OF MEN’S DRESS SHOES 
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Next Week 


You Will Find 


in “ The Recorder” 


Plan—Prepare—Anticipate! 


IGH time to consider Florida shoes 

for men and Palm Beach shoes for 
women, so we herald the sun—ere 
winter has begun. There is a reason 
for playing the sunshine-fashion-circuit 
because a villain lurks in the dark 
background caused by the shadow of 
the idle December factory. We had an 
unprecedented drop in December pro- 
duction of 1930, a low spot the like of 
which we have not had since the gov- 
ernment figures were first compiled. 

In 1929 production for the entire 
country dropped from 36,000,000 pairs 
in August to 22,000,000 pairs in De- 
cember; in 1928—it fell from 34,000,000 
pairs in August to 21,000,000 pairs in 
December; in 1927 the drop was from 
35,000,000 pairs to 23,000,000 pairs. In 
1926 from 29,000,000 pairs to 25,000,- 
000 pairs and in 1925 from 28,000,000 
to 24,000,000 pairs. 

What’s to be done? Await the inev- 
itable dark valley of production or plan 
six weeks ahead? This is the issue, 
therefore, to tell the story in advertis- 
ing and editorial page for there is an 
inter-obligation of manufacturer ad- 
vertising and merchant to the laborer 
at the bench. We have learned in the 
bitter school of the past two years’ 
experience that we can no longer ignore 
the responsibility of planning, prepar- 
ing and anticipating to the end that 
business may ‘be made a little more con- 
tinuous and less wasteful. 
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IF YOU WANT 


PROFITS 


Take a Good Look 
at these SHOES 


Consider the Arnold Glove Grip .construc- 
tion — a strong talking point. This 
exclusive feature helps hold cus- 
tomers. 





Consider Arnold Authentics—the fastest- 
growing line of golf and sport 
shoes on the market. 


Consider the name Stetson—Stetson's repu- 
tation for style and quality—Stet- 
son’s modern factory and im- 


proved methods of shoe making. 
l 





"Trese Arnold shoes with the famous 
Glove Grip construction and the style and i. 
quality of Stetson tailoring, are in-stock 
shoes backed by the enthusiastic service 
of Department 5. Most styles retail at $10— 
$10.50. Look them over! They offer quick 
turnover, satisfied customers, a good profit 
—and NEW business. 


Write for our new catalog of stock shoes 
and details of our program. 39 styles in stock. 





We invite you to see the line at the National Seasonal 


a oFer ier hohdery wate sciade for $20. Opening and Shoe Display Week. Room 1207, Hotel 
Of sturdy awning cloth with calf leather—Write for information. Commodore, New York. November 16-20. 


M. N. ARNOLD SHOE COMPANY 


A Division of The Stetson Shoe Company, Inc. 
SOUTH WEYMOUTH, MASS. 


ARNOLD GLOVE GRIP SHOES FOR MEN AND WOMEN 
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OOT ann SHOE 


October 24, 1931 


Vol. C, No. 7 Film: 






The VOICE of the TRADE 


John “Pepper” Martin 
got his speed and delivery not on 
the sandlots but in the delivery de- 
partment of an Oklahoma City 

_shoe merchant. The World Series 
hero developed foot skill early and 
steps into the limelight as the most 
picturesque player in the National 
League because of his work. for 
the St. Louis Cardinals. 


WATCH HIS 
SMOKE 








“Pepper” left Irving High 
School in Oklahoma City to take 
a job in George Wheeler’s shoe 
store before playing semi-pro base- 
ball and from what the natives 
tell us he was delivering fast on 
his bicycle delivering shoes for 
Wheeler as he was in stealing bases 
during the series. 


* * * 


Herbert J. Rich, 
of Washington, D. C., Middle At- 
lantic Shoe Retailers Association 
director, suggested association ac- 
tion in requesting manufacturers 
of rubber footwear to adjust their 
size runs on children’s shoes to 
conform to the new schedule and 
classification as recommended by 
the N. S. R. A. Style Conference. 

The association immediately re- 
quested the N. S. R. A. to take 
action. On October 7th word 
was received from P. J. Descher, 
manager of the Goodyear Glove 
Rubber Company, Philadelphia 
branch, advising that, starting 
January 1st, the size runs will be 


Boot AND SHOE RECORDER 


changed according to the new 
schedules now in force in most 
of the factories. The children’s 
run will go up to size 12, and the 
misses’ from 12% to 3. 


* * x 


Brockton leads in 
the State of Massachusetts in the 
total value of production. The 
Commonwealth has just issued its 
report showing that 259 shoe man- 
ufacturing establishments produced 
to the value of $58,223,674. In 
wages $13,648,271 was paid to 
11,698 workers. 


* * * 


The strangest of 
customers in shoe stores is Mona, 
chimpanzee who came into Macy’s 
children’s department and was 
fitted to a new pair of shoes, size 
13, by Salesman Weiss. She is 
owned by Professor Estep of 
Washington, who says she under- 
stands English, German and Yid- 
dish, combs her own hair, bathes 





herself and scrubs her teeth. She 
plays the piano (and how), wind 
instruments and golf. She much 
prefers boys’ clothing, and bought 
golf knickers, shirt, cap and sus- 
penders. Strangest of all, she 
tried to eat the rubber soles of her 
golf shoes. Although she is only 
three years old, she smokes cigars 
but aside from that was a model 
customer. 
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Hollis 
Scates brought into the children’s 
department of Filene’s of Boston 
a baby elephant and fitted her to 
four special shoes because she was 
suffering from cold feet. 


Some ten years ago, 


* * * 


Alfred Warren Donovan, 


philanthropist and color-capitalizer, 
a few evenings ago was comfort- 
ably seated in his favorite Biscay 
blue chair in the orchid colored 
library of his palatial home in 
Quincy, Mass. (home of Presi- 
dents and hard-headed fabricators 


BOY THAS 
wot | CALL = 
A PAL 








ee . 23 

















of granite), listening to familiar 
sounds that emanated from his 
Tropic-Yellow radio. Suddenly 
the smile that perennially irradiates 
Mr. Donovan’s classic countenance 
gave way to a tense expression, 
for it was the daily (except Sun- 
day) broadcast of “Amos ’n’ 
Andy” that the sage of the men’s 
shoe industry was listening to, and 
Mr. Andrew H. Brown was telling 
the world, in agonized accents, 
that his arches had fallen, due to 
his heart-breaking duties at the 
lunchroom during the absence on 
vacation of Lightnin’. 
Immediately on reaching the 
precincts of his sumptuous Cir- 
cassian walnut office in the Rock- 
land factory, the following morn- 
ing, Mr. Donovan, arch adver- 
tiser and silver tongued orator, 
lifted his Cabana green telephone 













) 
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transmitter and softly called the 
superintendent of the stenographic 
department, graduate of Boston 
College with “M. A.” after his 
name, and gave him certain in- 
structions. Forthwith there went 
in the next mail to Mr. Andrew 
H. Brown, Harlem, New York, a 
letter, reading in part as follows: 


“Dear Mr. Brown: 

“It was with extreme regret and a 
feeling of horror. that the officers of 
E. T. Wright & Co., manufacturers 
of the Wright Arch-Preserver Shoes 
tor men, at Rockland, Mass., learned 
from you that you were suffering 
with an advanced form of fallen 
arches under your strenuous duties of 
the lunchroom. To feel that one of 
our friends has been afflicted from an 
over-amount of labor in these days of 
unemployment only goes to show how 
necessary it is that we should imme- 
diately come to the rescue, in order 
that the name and fame of Andrew 
H. Brown shall be a continuous house- 
hold werd. 

“We are sending you under separate 
cover a pair of the nationally renowned 
and justly famous Wright Arch-Pre- 
server Shoes for men in the modest size 
15, which we understand from your 
foot measure may be a little small for 
you. 

“In the words of Ambassador Dawes 
a few days ago, ‘Diplomacy is easy on 
the head, but hell on the feet.’ We can 
assure you that Wright Arch-Preserv- 
ers will make your business easy on 
the feet and only leave the head to 
worry about.” 


It is now Andy’s move! 


* * * 


F. E. Hart 
former president of the Indiana 
Shoe Travelers Association and 
now covering Missouri, Kansas, 
Oklahoma, Arkansas and Texas 
for Chas. A. Eaton Company of 
Brockton, Mass.,. believes: “That 


the outlook of business in these 
States is very bright for mer- 
chants keeping their stocks up, 
showing new shoes and having 
sizes. 


plenty of The merchant 





trying to get along on a very low 
stock is simply out of luck. He 
is the one that does the most com- 
plaining about poor business. The 
store that keeps plenty of sizes 
and holds to a constant grade of 
shoes and who also advertises, is 
doing the usual amount of busi- 





TEST YOUR SHOE 
KNOWLEDGE 


Questions Covering What You 
Should Know, by A. L. Evans 


Our readers are invited to submit quer- 


ies on any pertinent matter. 


1. How can a turn shoe be dis- 
tinguished with infallibility? 

2. What is the difference between 
vegetable tannage and chrome 
tannage? 

3. What is “overhead?” 

4. What principle should govern in- 
ventory records? 

5. In a shoe factory, what is the 
fitting room? 

Turn to Page 56 for the answer! 





ness and many of them show a 
gain over 1930. The store afraid 
of good shoes and offering the cus- 
tomer unknown footwear is usual- 
ly the store that says there is a 
depression in business.” 


* * x 

“some MORE 
over s-CHIEF 
i 
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“Becii King Cotton” 
is the slogan across the bottom of 
the letter which comes to us from 
John H. Wilson, advertising man- 
ager of McElroy Sloan Shoe Co. 
of St. Louis. What is more, the 
letter itself is printed on cotton 
fabric instead of paper, John is a 
good Missourian like Mark Twain, 
whose oft-quoted utterance about 
the weather—‘‘everybody is talk- 
ing about it; no one is doing any- 
thing about it,” prompted him to 
do his bit to move more cotton. 
The cotton letterhead has several 
advantages. It cannot be over- 
looked in a pile of mail, for it is 
distinctly different. It also has a 
permanence to it not possessed by 
paper, and it looks quality. 


* * * 


The Georgia state 
legislature in session at Atlanta 
this Summer, finally refused to re- 
enact the Key gross sales tax law, 





in that 
In Georgia 
the sales tax law expires at the end 


which became effective 
State Oct. 1, 1929. 
of this year. : 

Thus endeth Georgia’s experi- 
ment in the field of taxing gross 
sales without regard to the net 
profit they produce. The action 
of the legislature in refusing to re- 
enact the law indicates that its ex- 
perience must have been unsatis- 
factory. 

The retailers of that State save 
$500,000 and the retailers of At- 
lanta alone save a quarter of a- 
million. 

Under the Georgia law gross 
sales of all retail stores in excess 
of $30,000 per year were taxed at 
two mills on the dollar. 


* * * 
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F. Douglas Armstrong, 
who plays center on the team of 
Abbott, Armstrong & Abbott, Inc., 
of Auburn, Me., brought a sample 
of frogskin to the conference. He 
sensed a style in the making and 
hopped to the purchase of one-half 
million frogskins. From  frog- 
stool to fitting-stool is the course 
of King Frog—making two stops 
enroute—one at the factory and 
one at the store. ; 


* * * 


Md 
O, the spot” 


is the strange headline that appears 
in the Chicago Tribune and here 
are sparkles from the ad: “I am a 
tough guy. Want to be a tough 
guy?” “Free—a tough guy hat.” 
“On the spot to serve tough guys 
and all their school needs.” “Gang, 
we've gotta gang up on these 
shoes.” 

The illustrations show little fel- 
lows wearing sizes 1 to 5% and 
9 to 13%. 

A merchant writes: “This has 
caused much adverse criticism be- 
cause it teaches young boys the 
very thing that social workers, 
school systems and wise parents 
are trying to keep out of young 
minds.” 
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Allen H. Meadors 
of Nashville, Tenn, states: “We 
bring out in our store meetings to 
never sell a customer, but that, on 
the other hand, the customer must 
buy and be satisfied with the pur- 
chase. We have made this our rule 
for many years and we can’t help 
but feel that this is what counts in 
the long run.” 


* * * 


The Davis Company, 


Chicago, erected -a typical country 
school house over the passageway 
leading from the elevators to the 
juvenile department. Over the 
door, in large letters, was printed, 
“Public School District No. 1.” 


Blackboards covered the walls in- 
side. There was an abundance of 
colored chalk for the kiddies to 
use. And did they use it? Bert 
Jackson, manager of the juvenile 
shoe department, always makes it 
a point to have something novel in 
the way of a toy to present to the 
young customers of his department 
during the annual “Opening of 
School Sale.” Mr. Jackson has 
been very successful in the man- 
agement of this department. In 
his buying he sticks close to a very 
few lines; he listens closely to 
what his little customers say about 
the shoes and is very particular 
that each child is properly fitted 
and courteously treated. There you 
have three good rules for any 
store. 





* * * 


Tack production 
increases 25 per cent in the fac- 
tory of the Granite State Tack Co. 
of East Jaffrey, N. H. This plant 
is one of the largest tack producers 
in the world. The tack maker con- 
siders himself a prophet of busi- 
ness for no longer are tacks strewn 
on the highway to make business 
for tire repairers. The tack is an 
important part of business from 
shoes to airplanes. 
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Ask Me Another 


—What is your attitude toward forming a 
national council to stabilize industry and 
employment? 

—I believe it would be unwieldy, without 
power to enforce its plans satisfactorily, 
and any benefits so delayed as to be of 
little value in the present emergency. 

—But such organized planning appears to be 
yielding results in other countries, such 
as Russia and Italy. 

—lI am glad to hear you say “appears to be,” 
and you must also remember that such 
plans are dictatorial and not dependent 
upon popular support. 

—Then you believe that individual initia- 
tive will see us through? 

—Absolutely. 1! believe there are great 
latent powers of recovery that are be- 
ginning to work, and that many of us have 
not exerted ourselves to the utmost to 
defeat the depression. 


Zot 6 Tees | 


President 








More than 75 per cent 
of small town women pay $5 and 
upward for their shoes, according 
to a survey just completed by 
Household Magazine in twenty- 
one states. The most popular level 
is from $5 to $6, the survey shows 
—with a larger percentage paying 





more than $5 for shoes than those 
paying less. Ninety-three per cent 
state comfort is the first consider- 
ation—with style and utility rank- 
ing almost equal in secondary con- 
sideration. 


x * * 


F. B. Davis, Jr. 
president of the United States 
Rubber Company announced the 
successful inauguration of the 
five-day week as.a “normal 
working schedule.” The United 
States Rubber Company, which 
is the largest unit in the rub- 
ber industry, is the first corpora- 
tion of such magnitude to es- 
tablish the five-day week as a fixed 
working basis. The change, which 
will affect every salaried employee, 
including the president and other 
officers, involves a reduction of 
one-eleventh in salaries to con- 
form to the reduction in working 
time. The corporation employs 
about 25,000 persons. Their pre- 
sent hourly scale of wages would 
not be changed, but no employee 
would be permitted to work more 
than five days a week. 








“How’s yer wife these days, Jake?” 

“Oh, she’s having a lot of foot trouble.” 
“Corns or bunions?” 
“Neither one. Just wants a new pair of shoes.” 
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Illustration from one of 
the striking full page 
newspaper advertisements 
featuring Shoe Style Week 
in Pittsburgh. From the 
Pittsburgh Sun-Telegraph 


Pittsburgh, Pa.—imbued with the 
idea that business comes to those who seek it and 
determined to develop more trade, Pittsburgh’s retail 
shoe merchants some time ago began to devote serious 
thought and discussion to these matters. A decision 
was reached to hold a “Shoe Style Week.” Invita- 
tions were sent to more than 174 owners and mana- 
gers of shoe stores in the city, asking them to lend 
their support and thus help promote sales in their 
stores. 

“Shoe Style Week” began October 12 and ended 
the following Saturday, October 17. A complete 
check of sales volume has not been made, but reports 
received by the active committee of the Pittsburgh 
Shoe Retailers’ Association prove conclusively that 
education of the public, supported by proper adver- 
tising, will get results and sell more shoes. 

Pittsburgh’s shoemen have met “Old Man Depres- 
sion” face to face and, to all appearances, they have 
him well in hand. The truth of this was substantiated 
by Mme. Hamilton Jeffries, fashion editor of Boor 
AND SHOE REcoRDER, who was the guest speaker at 
the second annual pep meeting and dinner dance of 
the Pittsburgh Shoe Retailers’ Association held in the 
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ittsburgh Has 





Stores 
Unite 
in 
Vigorous 
Drive 
for 
Increased 
Sales 





Fort Pitt Hotel, Tuesday night, October 13, in con- 
nection with “Shoe Style Week.” 

Madame Jeffries’ statement that “there has been 
a tendency of late to stress the economy of merchan- 
dise and that all kinds of advertising is telling us we 
do not have to spend money; publicity informs us we 
are going through a terrible depression, and if we 
continue to sell this idea we have only ourselves to 
blame for unpleasant consequences,” brought much 
applause from more than 350 persons attending the 
dinner and meeting. 

The spirit of Pittsburgh’s merchants was lauded 
by Madame Jeffries, who said that when she ar- 
rived here she expected to find at least some gloomy 
faces. “I went into a department store in your city 
and found people behind the counters all looking so 
contented,” she told members of the committee. “I 
had just come from New York, where every one was 
wearing a long face. I have been across the country 
and back, twice this season, and in most cases it was 
hard to find anyone who could smile. When I arrived 
here every one seemed happy.” 

And then, addressing the banquet throng in the 
evening, Mme. Jeffries said: 
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Successful 


“You have the right spirit here in Pittsburgh; you 
shoe men all work as one unit, and with that spirit 
you cannot fail. I am almost amazed to think that 
you can get up a gathering of shoe people like this 
tonight, just for the purpose of pepping up business. 


Md 
| think Pittsburgh shoe dealers 


are most progressive and take advantage of all pro- 
motional methods to increase sales. I never have 
seen such a unified effort as that put forth by shoe 
merchants here. They have new ideas, and there is 
no lack of young blood in the business. They are en- 
tirely without prejudices and have a wonderful co- 
operative spirit.” 

Awake to grasp anything that will help them in 
selling shoes, many of the merchants and managers 
of stores took notes when Madame Jef- 
fries began to talk fashions, what will 
be worn this Winter, colors and kin- 
dred subjects dear to the heart of a 
shoe man to help him bring customers 
into his establishment and make sales. 
Some of the more important things 
Madame Jeffries told the Pittsburghers 
are set forth here: 

“Sport and spectator models, and 
dark brown and black shades will pre- 
dominate in Fall and Winter shoes this 
year. 

“The dress during the next six 
months will be more sport conscious 
but more formal than ever, and the im- 
portance of white as the season advances 
will become more and more apparent. 

“The sandals of last season are bringing us into a 
more sensible shoe period. 

“There will be many novelty laces for spectator 
and sport shoes. 

“In the lower grades of shoe in some sections, black 
and white will predominate. 

“For the first time in eight years the wool dress 
has come into its own. The use of steam heat made 
it necessary for the business woman who dressed her- 
self for the day in the morning and did not change 
her costume until evening, to wear something other 
than ordinary wool, which was too warm. 

“The new modes of dress meant that shoes should 
have a little more of sport lines, but still remain 
refined. 

“The Eugenie period was beautifully done in Paris, 
where it originated, but when it came to America it 























Shoe Week 


went into volume, and when things go into volume 
they usually die. 

“The picture of fashion today is a little more fem- 
inine than it was last year.” 

R. Bruce Murphy, manager. of the Stetson Shoe 
Shops, chairman of the active committee for Shoe 
Style Week; Sam Levine, of the Parisian Bootery, 
and Bob Noffsinger, manager of the Physical Culture 
Shoe Shop, met Mme. Jeffries upon her arrival on 
Tuesday morning. After she heard them tell her the 
story of their determination to “go out and get busi- 
ness” and was informed how they did it, she was a 
guest of the committee at luncheon in McCreery’s, 
where G. C. Murphy is manager of the shoe depart- 
ment. Then; after luncheon she visited the shoe de- 
partments of all Pittsburgh’s department stores and 
retail shoe stores in the downtown district. 

Here is what Mme. Jeffries found 

- in the stores, given in her own 
words: 

“The window shows and displays 
of stock in the stores I visited are 
very good. I saw no atrocious pat- 
terns or unsalable merchandise at 
any of the stores I visited. 

[TURN TO PAGE 58, PLEASE] 


Store proprietors, de- 
partment managers 
and managers of 
chain stores cooper- 
ated enthusiastically 
in the plans for Shoe 
Style Week in Pitts- 
burgh, with the re- 
sult that the event 
gave a new impetus 

to Fall selling. 






Three of the leaders in 
Pittsburgh’s Shoe Style 
Week. Top to bottom: 
R. Bruce Murphy, gen- 
eral chairman; Bob 
Noffsinger and Harry 
W. Ritter, president of 
the Pittsburgh Shoe 
Retailers Association.  “——— aA 
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Black and brown hat shown on Broadway, 
by Knox the Hatter 


This scene takes place on the 
platform of the New Haven station. The Yale stu- 
dents are returning from their Summer vacation and 
this group of tanned and healthy young men, fresh 
from Summer camps, the mountains and the seashore, 
presents a refreshing contrast to the tired and worn 
business men who have been seen on the streets of 
New York during this past hot Summer. 

Even if there is a depression in the business world, 
these boys who are fortunate enough to be in college 
are going to get a substantial check every month and 
a good slice of it is going to be spent on clothing and 
accessories. We all know this from our own past 
experience. A well-known shoe man who for years 
has been selling shoes to the men in Eastern colleges 
recently remarked that Yale sets the style for young 


Black and Brown 


for College Man 



















Fall Fad 








Survey of College Town Business This 
Season Indicates that the College 
Market Has Not Been Impaired by 
Business Depression and that College 


Men Are Sold on Quality in Shoes 


men in many of the colleges of this country. It’s 
easy to see why they do after seeing them all together 
returning from vacation. They are well dressed, 
there’s no doubt about it, and not in a flashy, jazzy or | 
collegiate way, but in a conservative and correct man- ; 
ner which commands immediate attention. . 

Oxford gray was the outstanding color, with dark | 
shades of brown running a close second. Several wore | 
suits of a medium shade of gray and also noticeable 
were the small, all-over pattern worsteds in grays and 
dark blues. The majority of the suits, as in the past, 
were two and three button single-breasted models, of 
medium width shoulders and slightly shaped waists, 
although the double-breasted models seem to be 
gaining steadily in popularity. With these grays, 
blues and browns, both black and brown shoes will 
have to play an equally prominent part. Many of 
these boys carried camel’s hair polo coats on their 
arms and these in a medium long, double-breasted 
model are destined to be the popular topcoat for early 
Fall games along with the single-breasted box coat of 
Harris tweeds with fly front. 

The majority of the hats worn were of a dark 
shade of brown in the popular snap brim model. Ir 
regard to the shoes worn by college men, the one new 
note was the black and brown combination; a rich 
wine genuine cordovan wing tip oxford with black 
soles, and a companion cordovan shoe, plain toe, with 
black calf saddle and black soles and heels. These 
struck a new note in men’s shoe fashions. This new 
two-tone color effect, which shoe men have not at- 
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“Big Six” in College Shoes 


1. Medium weight tan grain brogue for all 
around wear. 

2. Narrow toe full wing tip oxford in black 
or tan calf, inch heel, medallion on toe, vamp 
tip outside. 

3. Black grain plain toe oxford, cordovan 
saddle, modified toe. 

4. Cordovans, the most popular number in 
this leather being a wine tan, medium wing tip 
oxford, with a black sole. 

5. Black calf medium toe oxford, on lines 
following those of a business man’s shoe, also 
same pattern in brown calf and grains. 

6. Plain toe brown cordovan oxford with 
smooth black calf saddle and black sole edge. 








ee ee 





tempted before in Fall shoes, has found its reflection 
in the men’s hat field. One hatter with a country- 
wide reputation is showing a seal brown hat with a 
black band that is attracting some little attention. 

These brown hats and shoes accentuated with black 
have proved to be the needed Fall tonic to stimulate 
the desire for color both on the part of the business 
man in the city and the college man. 

There is a peculiar situation in college footwear 
at the present time. The East has practically con- 
centrated on six shoes. None of them is of the 
heavy, pluggy type, although many of them are good, 


The most popular college man’s shoe this Fall is the medium 
weight tan brogue, suitable for all around wear. Black sole and 
heel edge may be used as a novelty touch 
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This brown cordovan oxford with black calf saddle and black sole 
and heel edge is coming into increasing favor as a novelty among 
college men for sport and outdoor wear. 





sturdy, fine-grain brogues. College boys are spend- 
ing much more money than was expectetd this year. 
College representatives did a very good business on 
their first trip at the opening of the present semester. 
College men are still interested in shoes priced at 
$12.50. 

The most popular shoes for Fall wear, according 
to these representatives, are, first, medium weight tan 
grain brogues, not too heavy and suitable for all 
around wear. 

2. A narrow toe full wing tip oxford in black or 
tan calf, inch heel, medallion on toe. Vamp tip 
outside. 

3. Black grain plain toe oxford—cordovan saddle, 
modified toe. 

4. Cordovan shoes are selling fast in colleges and 
most popular in this is a wine tan, medium wing tip 
oxford, with a black sole. There is a 7%-inch flange 
heel—narrow toe brogue last. Black and tan are 
about even on sales on this shoe. Three or four years 
ago there were five tans sold to one black, but this 
doesn’t hold true today. 


The next shoe in popularity 
is a black calf medium toe oxford. This is just a 
real good pair of shoes, and a typical business man’s 
shoe. This shoe is a good seller in brown and the 
same model in grain, although smooth calf seems to 
be at present the best seller. Another shoe which is 
rapidly coming into favor with the college man is a 
plain toe cordovan with smooth black calf saddle and 
black edges on the sole. Colleges seem to be going 
strong for saddles again. 
[TURN TO PAGE 70, PLEASE] 










New Window ldeas to 


Displays Must Be More Compelling 
to Make People Stop, Look and Buy 

























A new problem confronts retailers 
in connection with holiday window displays this year. The economy 
’ urge is uppermost now in the minds of thousands of people who 
were formerly liberal buyers of shoes and apparel. They are re- 
solved to buy as little as possible and that little at the lowest prices 
at which their wants can be served. 
The merchant’s problem is to break down this very definite cus- 
tomer resistance and to penetrate the apathy to ordinary methods of 
sales appeal with which men and women, actuated by economy, have 
surrounded themselves. For it is quite apparent that the economy 
wave has become contagious and that great numbers of people whose 
means are still abundant, are limiting their purchases because others 
are doing it from necessity. Subconsciously, perhaps, they have be- 
come imbued with the idea that “it’s smart to be thrifty.” 
To reach such people and to make them stop, look and buy it is 
necessary to increase the pulling power of windows. Displays must 
be, not merely interesting but compelling. They must be so attrac- 
tive from every angle that people simply 
cannot pass them by. Merchandise must 
be styled right and priced right, but beyond 
that it must be displayed in settings and 
with accessories that will attract attention 
whether the bypasser is in the mood to 
look at merchandise or not. 
On these pages are illustrated window 
furnishings and fixture designed to give in- 
creased selling power to show displays. 
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Quicken Holiday Interest 





























. A simple display from Stern's, 42nd Street, made entirely of wood. It has three. shelves for 
the shoes. 





2. An interior display from Saks-Fifth Avenue made of wall wood. The only decoration is a 
diagonal band of color. The back of the opening contains a mirror. 


_ From Saks Fifth Avenue, this is a window display that has plenty of space to display the 
different styles. The central upright is a triangular column of glass with circular shelves 
made of wood. The shelves are held in position by blocks of wood 


w 


4. A small window display made of metal wheels with a black base. Used for shoes and 

stockings. | 
5. An interior set-up from Stern’s 42nd Street. It is a simple black and white design, and 
the base has room for stocking displays. Very effective. 


6. From Charles’ Fifth Avenue. This window display is the newest thing in battle-deck 
architecture, modeled after 1931 skyscraper. It utilizes the space on the wall formerly 
used for background. It is two decks high with a space for lettering between decks. The 

4 second deck is held in position by metal tubes at the corners. 


7. A window display from Ovington’s. Can be used very effectively for a shoe display. 





8. Window display from Walk-Over, Fifth Avenue. This display was made entirely of cloth 
covering in tan color. It has sufficient room for a large-sized display without overcrowding. 


9. This is a special window fixture from Lane Bryant, made entirely of wood. 


10. Simple window display which can be made of wood. Two of the uprights finished in dark 
lacquer and the center one, a light color. 


11. Window display from Julius Grossman, Fifth Avenue. Black tops with metal stands, used 
to display shoes. 


12. Window display from Worth’s—silver and bakelite. It is evidently a special design. 


13. & 14. These are undoubtedly the simplest designs seen on the avenue for a window display. 
It is made up of two blocks of wood finished in natural color. The blocks have three 
grooves into which is inserted plate glass of various sizes. The 
blocks can also be placed upright to vary the design. These do 
not have to be of special manufacture. 


1S. John Ward, Fifth Avenue. This is a glass display case used 
under a table for an interior display. The design is not unusual 
but as a space saver it is very practical. 


16. An interior display case from Sak’s Fifth Avenue for buckles 
and shoe accessories. The case itself has a trim of dark wood 
while the base is made of maple in natural finish. 





































Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 24, 1931 23 















KEEP THE QUALITY UP, 






Says 
SLATER 


Vv WT VW 


The family budget in most cases has been cut down 
and the shoe trade must see that the proportionate 
share of that budget shall find its way into the 
channels of shoedom. Make your stores more attrac- 
tive, endeavor to give more service, work with and for 
your sales force; in fact, do everything that will entice 
and satisfy your customers. Our public, we know, is 
looking and endeavoring to purchase at as small an 
outlay as possible, but remember quality merchandise 
has one big place under the sun and we must not drag 
it down and ruin our status. 








Inventive 
genius is 
invariably a ~ 
sign of 
progress in 
industry. In 
this adver- 
tisement an 
old and 
famous retail 







ri a .? resents 


BINDINGLESS 

















firm an- 
nounces a 
new idea 
in shoes. 





JOHN SLATER 


Wi those who give up quality for 
price be rewarded? Personally, I say “No.” I fear that 
those stores that have maintained a quality product and now, 
owing to this world-wide depression, have sought to lower, 
not only prices but also quality, will lose that something 
which has been theirs for years, that something which they 
have toiled for with their life blood, that something which 
it has been a joy to found and foster and that something 
will be thrown into the discard, all for a momentary desire 
of possibly putting a few dollars into the safe as against that 
of holding and giving to their clientele what may cost pos- 
sibly a little pang—a little red ink. Is it worth while thus 
to sacrifice a life’s work—a life’s aim? 

I do not favor that policy which will tend to lower the 
caste of this great trade of ours. We have had our periods 
of depression and recession. We have all been tempted with 
the idea of reducing quality for quantity and as those who have 
resisted in the past are now to the fore, so do I predict that 
those who fall today are striking the death knell of the fine 
shoe business in this country. 
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OPERA PUMP 


NTIRELY radical in design... and so very cor- 
rect. There is no trace of binding or stitch- 
ing around the upper edge of the slipper... 
construction that produces glove-like comfort. 


Here is gracefil beauty in simplicity of line... 
priced to conform with Slater's new low scale, 


Block Patent $14.50 . . Brown Kid $15.50: 


All other Hand Made Operas 
in the new Autumn colors $12.50 


Send for your copy.of the Sloter Sketch Book 


JJ SLATER 


415 Fifth Avenue 15 East 57th Street 
“Style ....and a fouch of genius“ 
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What the Conference Revealed 


Spring Trends in Feminine Footwear 
as Forecast at The Joint Styles Meeting 


BY MADAME HAMILTON JEFFRIES 
Fashion Editor 


v= 


The new mode of high colors in 
sandals was definitely shown on the runway of the 
allied styles conference at the Hotel Astor, New York 
City. Bright footwear in skeleton types, made for 
casual wear, such as week-end holidays, beach and 
lounging, was emphasized as presenting new business 
possibilities for the shoe manu- 
facturer and retailer to consider. 


In the market are novelty [4 !CH colors will focus fashion 

interest on sandal types of 

footwear next season, while 

the vogue of formal woolens 

. promises to give a new impor- 

tance to the spectator types of 
town and sport shoes. 

Aside from these highlights, 
the continued vogue of black, 
followed closely by brown, stood 
out as a Spring development 
on which style authorities are 


leathers, colored to match the 
seven sun-colors promoted by 
the Textile Color Card Associa- 
tion of America. Bright red, 
vivid orange and a strong blue, 
with an accent on green, were 
the colors exploited. 

The reason that there will be 
a big season in this type of foot- 
wear is that the white dress 
with colored sash is due for a 
big run of popularity. Cottons, agreed. 
silks and washable woolens in 
open mesh and loose knitted 
effects will be made up in little 
tennis and golf type costumes. 
These dresses are a bit more 
feminine than last season, yet 
retaining their tailored lines and 
basic simplicity. Hence, the all-white shoe and the 
colored skeleton and shadow type of sandal will have 
a tremendous call the entire season. 

Manufacturers of this type of footwear who rushed 
into production last season have a carefully planned 
program of procedure for 1932. We look for a better 
and more finished type with new colors introduced. 
It is thought that there will be many new features in 
soles besides the crepe rubber. The question of 
strappings has been thoroughly studied, and accents 
such as the colored buckle to match the shoe are 





Admiralty Blue has volume 
possibilities while Sun Rust, 
Platine and Faun Brown are 
high style shades to be used 
with discretion and judgment. 


vv 


delightful new features of this highly important mode. 

Next in interest is the new use for town and sports 
footwear, which has developed because of the fact 
that formal woolens are being knit which combine 
with satin and silk in formal sports type of frocks. 
The shoe that harmonizes with this costume is on 
spectator lines and can be used 
for town, travel and continental 
touring. The combinations of 
color and material have much to 
do with the spirit of the shoe; 
the wing tip and quarter lining 
remaining, with interesting new 
throat treatment, such as tabs, 
strippings, pipings, plaitings 
and other motifs. 

In this group naturally is the 
all-white shoe which in tailored 
types and tailored materials, 
such as buck, calf, elk and com- 
binations of kid will register 
this season; partly because of 
the woolen dress in white and 
partly because of the contrast- 
ing jacket with the white skirt. 
In checking over the dress lines 
for Palm Beach and _ early 
Summer, combinations of red 
and white, green and white, orange and white and 
brown and white are being shown for casual wear. 
Sometimes the skirt is of the darker material, and the 
blouse of the lighter. It has also been noted that 
many of the silks are on black grounds or on white 
grounds, with very little color. Consequently the 
white shoe will tie up with these midseason silks of 
white grounds, with a tracery of brown, blue or green. 

We know that the white kid shoe will be important 
because of. the new interest in cottons, cotton meshes 

[TURN TO PAGE 60, PLEASE] 
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To Thaw Out Frozen Customers 


ERCHANTS have cheered 
M the statement of bankers 

saying “stop hoarding 
money—spend some of what you 
have safe for a rainy day—buy shoes 
and goods and keep work and wages 
and everything busy.” Now comes a 
statement from the Brooklyn Sav- 
ings Bank that sings quite a different 
tune. In a three column ad the bank 
says: “Found $5.00 this week for 
saving. It is amazing the dollars you 
can find for saving if you really want 
to save. A little economy in your 
cleaning bills—having shoes resoled 
instead of buying new ones—a bit 
chopped off your grocery bill—one 
less party a month. There are a num- 
ber of ways to dig up odd dollars.” 

What inconsistency! We are 
beginning to believe that even 
the bankers are a little mad. 
Which policy is right—-to spend 
for normal needs or to pinch and 
save and go shabby? When the 
story of this depression is told, 
the banker will cut a sorry fig- 
ure—not so much because of 
these two little incidents but be- 
cause the banker has proved to 
be so much less of a super-man 
than he himself and all of us 
pictured him. 

The organizafion of a huge pool 
to thaw out frozen credits focuses at- 
tention anew upon our credit mechan- 
ism. The credit system provides a 
bookkeeping method by which goods 
and services are exchanged without 
actual transfer of currency. It pro- 
vides the means for carrying on most 
of the business of the country. It 
limits the use of currency mainly to 
wage payments and family expendi- 
tures. 

While recognized as indispensable, 
the credit system has introduced vari- 
ables into the business structure that 
wouldn’t be present if currency were 
the sole medium of exchange. We 
are beginning to realize that business 
cycles as we now know them did not 


exist before the development of cred- 
it machinery. Our credit niachinery 
put us into this age of confusion— 
now it must be harnessed to pull us 
out. 
The use of credit greatly accen- 
tuates both inflation and deflation. 
During a period of rising prices 
the amount and turnover of credit 
increase, thereby adding to the mo- 
mentum of the upward price swing. 
During the time of price decline, 
the amount and turn-over of credit 
decrease, giving added force to the 
downswing of prices. When finally 
confidence is seriously disturbed and 
deposits are withdrawn from banks, 
the credit base is further reduced and 
prices are driven to new lows. 
Eventually deflation will complete 


its course, but in the meantime ir- ~ 


reparable damage can be done. It 
was because of a realization of the 
consequences of unrestrained defla- 
tion that the President called to- 
gether leading bankers to devise a 
remedy. The credit corporation that 
was formed is now criticised by 
ardent deflationists as an “artificial 
contrivance” which will only delay 
and hamper business recovery. This 
line of argument is not convincing, 
for as a matter of fact the whole 
credit system is an artificial con- 
trivance and it is in the public inter- 
est to alter it so that it operates with 
the least disturbance to business. 
The formation of the bankers’ pool 
was an emergency move to stop 
hoarding. Now is the time for a 
vigorous use of Federal Reserve ma- 
chinery to the end that the price trend 
may be turned upward. While the 
gold reserves of the Federal Reserve 
Banks have been reduced nearly half 
a billion dollars by foreign with- 
drawals since the middle of Septem- 
ber, they are still far above the legal 
minimum. Moreover, the restoration 
of confidence, if once achieved, will 
return to the credit system close to a 
billion dollars of hoarded money and 


this vast sum will be equivalent in its 
effects to a huge importation of gold. 

Deflationists tell us that de- 
pression must be allowed to work 
its own cure. Industry realizes 
that a depression of great sever- 
ity often kills before it cures. 
Industry is keenly interested in 
finding ways of preventing this 
wasteful destruction. Restore 
confidence by a new use of the 
machinery of credit and hoard- 
ing will cease in the buying for 
needs of business and home. The 
frozen customer needs thawing 
—give him assurance and confi- 
dence and he will be a normal 
customer again. 


A Field Unploughed 


PROMISE of a new stimulated 

interest in men’s shoes follows 
the allied trades conference. Some- 
thing new came into the picture of 
men’s shoes. It is a promise of a new 
shoe time in Springtime. 

The committee met at a time that 
was the low spot in men’s shoe con- 
sciousness. This Fall marks the time 
when men are more interested in 
wearing old shoes in their possession 
than they are in buying a new pair. 
When price won’t move a sale, then 
what will? The outlook for the Fall 
months in the belief of the committee 
was a dismal one. 

The appeal of color, pattern, new- 
ness, seems to have no effect on the 
man customer at such a time. What 
is to be done? The men’s committee 
is of the belief that a Herculean ef- 
fort must be made to lift mankind 
out of this dull apathy towards shoes. 

The men’s field has lain too long 
unploughed and a new idea or two 
that will sell a pair or two is worth 
all the preparation and planning that 
industry can give between now and 
Springtime. 
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1» ananrdae aiaianies “DOREIST” 
by Laird, Schober & Co. 


Broad one-strap, side 
buckle, perforated and 
piped saddle. Hubschman’s 
No. 134, Tandrite Calf. 


EXCLUSIVELY TANNED... 
EXCEEDINGLY BEAUTIFUL! 


Because of Tandrite’s deep, glowing color, exquisite 
finish, fine grain, high lustre and pliable body, fas- 
tidiously fashionable women appreciate it to the 
fullest. 

In Tandrite Glace Calf the tanning experience of 
years and the pride of superior craftsmanship are 
combined to produce just the leather demanded 
for fashionable feet. 

Tandrite Glacé ... in all the popular new shades 
and lustrous black! 
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Percentages of men’s shoe sales in department stores by months as compiled by Textile Publishing Company. 


Plan and Promote December Peak 


Many Shoe Stores to Make Decided Effort to Equal 
Spring Sales During Last Two Months of Year 


= 


dentin the month by month sales 
of men’s shoes in various types of stores reveals some 
interesting figures. In the department stores, for 
example, the peak of the sales is in the month of 
December, while in some shoe stores the peak is in 
April or May. A decided effort-is being made in 
some of the shoe stores to bring the sales for the last 
two months of the year up to the level of the 
Spring top. 

Take a composite chart of sales in department store 
men’s shoe departments for the past year, figured on 
a dollar basis, and it shows a decidedly different trend 
than is the case in the majority of shoe stores. 

These department stores figures are country wide 
in scope and represent a good grade of stores. Fur- 
thermore, they only take in the main selling floor, not 
the basement sections. Shoe sales for the year are 
proportioned as follows: January, 6 per cent; Feb- 
ruary, 6.63 per cent; March, 7.47 per cent; April, 
8.75 per cent; May, 7.90 per cent; June, 6.46 per 
cent; July, 5.04 per cent ; August, 5.58 per cent ; Sep- 
tember, 8.83 per cent; October, 11.55 per cent; No- 
vember, 8.98 per cent ; December, 15.53 per cent. 

Figures submitted by those men’s clothing stores 
which have shoe departments in which at least two 
shoe men are regularly employed show practically the 
same results as the preceding chart. The only difference 


28 








vW 


4 


worth noting is that the December totals average 
about 4 per cent less than the department stores, and 
this difference is added to the month of January. 

Many exclusive men’s shoe stores report that their 
peak is during the-éale months of January and July. 
Others tell how April and May, with October and 
November, produce the most returns. Frank E. 
Gaines of Indianapolis speaks for the latter group 
when he says: “Our customers repeat, they buy when 
they need shoes. January and July are the next best 
months, as we get some business from the fellow who 
waits for our sale.” 


An analysis of the sales of 
the Saxon-Cullum Shoe Co. (Augusta, Ga.) is inter- 
esting in that it shows the peak in the months of April 
and May. In this particular case, this is due to the fact 
that Augusta has a tourist trade that reaches its height 
during these months. Otherwise the proportion of 
sales run close to some of the cities not favored with 
this profitable extra trade. Their percentages run as 
follows: January, 5.76 per cent; February, 6.13 per 
cent; March, 7.32 per cent; April, 11.85 per cent; 
May, 11.42 per cent; June, 7.12 per cent; July, 6.92 
per cent; August, 6.60 per cent; September, 7.12 per 

[TURN TO PAGE 62, PLEASE} 
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yp a Nunn-(Bush shoe 





ON LVERY FOOT 





Salesmanship is still the 
greatest force in business 


W 7 HEN a customer comes in for cheaper shoes, 


tell your clerks to show him the shoe he asks 


for and then fit him with a Nunn-Bush shoe 
for comparison. 


Of course you need cheaper shoes—and must show 
them when a customer asks about them « But the man 
who is not accustomed to fine shoes is your best pros- 
pect for the more profitable Nunn-Bush sale « He will 


NOW $7 20 to $1220 
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appreciate the difference when you try a Nunn-Bush 
shoe on his foot. 


He can be sold Nunn-Bush shoes if you give the shoes 
a chance ¢ If you give him a chance to see and feel the 
difference in comfort and appearance that results from 
Ankle-fashioning ¢ Let him feel the difference in fit at 
instep, ankle and heel that Nunn-Bush specially de- 
veloped lasts make * Let him know that Nunn-Bush 
sole leather counters and box-toes, molded to the last 
when the shoes are made, can be depended on to pre- 
serve “new shoe” appearance. 


There’s a very real difference between Nunn-Bush shoes 
and cheaper shoes—the difference craftsmanship makes. 


Now - Lower Prices - Better Quality 


Tell your customer that the name Nunn-Bush means 
quality without stint or limit, and that at the new low 
prices, these truly fine shoes cost very little more « A 
little salesmanship will make the more profitable sale, 
and win a loyal customer. 


-NUNN-BUSH & WELDON SHOE CO. 


New York oo MILWAUKEE oo San Francisco 


Nunn-Bush 


Ankle-fashioned 
OX FORD S 
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WHAT HAVE THESE TO DO 
WITH SHOES? 


* Ihe eather 


is symbolic of lightness. In appearance it is light, airy and graceful—the 
basic elements of style in feminine footwear. 


Rajah Celulite Soles meet the most exacting demands for lightness in appear- 
ance. Their remarkable properties permit the chaneling and finishing neces- 
sary to achieve the ultimate in light, trim edges—never before possible with 
composition soles. 


ee 8 8 8 Ihe Seales_ 


measure the actual lightness of Rajah Celulite—a factor of undeniable im- 
portance in the comfort of footwear. 


In this new and entirely different sole material are combined the style-im- 
portant lightness of looks and the comfort-important lightness of weight. 


ee Ge aheumometer 


stands for coolness—the most important quality for insuring lasting comfort 
and satisfaction. 


Whereas style-lightness and comfort-lightness are desirable, the outstanding 
merit of Rajah Celulite is coolness! 


Celulite banishes stinging and burning feet. Once the cool comfort of Celu- 
lite is realized, your customers will always desire it. 


* * 


FROM NOVEMBER 16 TO 20 


Seasonal Opening and Shoe Display Week 
COMPLETE INFORMATION ABOUT CELULITE WILL BE AVAILABLE AT 
Room 972 . . . Hotel Commodore .. . New York 


CMAy | 
0 he —f ifred! Hille RUBBER CO. 
Varies NORTH QUINCY, MASS. 


ESTABLISHED 1837 
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TRENDS on FIFTH AVENUE 


Interesting Novelty Tips and Quarter Lines Appear 





A Cammeyer brown kid shoe 
with white stitching. 


Bergdoff-Goodman feature this 
black suede shoe, black patent 
leather trim. 





A Delman model in black kid 
with white piping. 


on Fifth Avenue with new and novel tips 

and quarter lines. Smart buckles in 
round and square motifs vie with stones and 
carved wood. Small roses with yellow gold 
finish and topaz leaves set off the plain mink 
suede pump. 

Amber rosettes rimmed in platine metal and 
tied with three oblong brilliants are displayed 
on the new medium brown kid pumps. Alligator 
tips and quarters in new angles and take out 
in the tip design are very much in the spotlight. 
Combinations of Boroso and patent and the 
smart suede vamp and patent quarter are fin- 
ished by invisible pipings. 

Delman exhibits a brown calf one strap with 
interesting side buckle, also two line perfora- 
tions expressing the double tip. Weavings of 
patent on suede in tiny threading are favored. 

The stencilled vamp design in black on silver 
kid is displayed by Bonwit Teller. This slipper 
has a black satin vertical quarter line riding to 
the ankle strap, also a silver mesh made over 
silver kid vamp and is combined with a black 
satin quarter. 

Pipings and bandings are entering all the 
bench made lines and it is anticipated that by 
summer the same will hold true in sandals for 
dance and dinner wear. Brilliant and dulled 
bronze kid is fast obtaining a high place in 
fashion acceptance. 

Beige and brown sheer laces and crepe com- 
bine very smartly with the bronze pump for an 
unusual costume. Grosman shows two models 
in afternoon types. Modern Mode displays 
some smart dotted faille in oxford designs 
strictly afternoon in spirit, in black and brown. 

Square throated effects are seen more and 
more, some with the folded edge while others 
employ pipings. The long quarter line is very 
effective, especially when the combinations are 
of Boroso and patent or ecre and kid. Martin 
and Martin are showing pumps in these combi- 
nations. 

The significant little buckle in the centre 
throat backed by small leathers in punched and 
tailored edges are attracting customers. 


S UEDES in combinations are selling freely 








Pinet, brown suede vamp and 
_ inlay, kid quarter. 
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Pump by Pinet in brown kid, 
beige stitching and underlay. 


Fs | 


Three-button step-in by I. 
Miller. Green suede vamp, 
black patent leather quarter. 








A Vanity boot shop sandal in 
black satin with silver and gold 
stripping. 









































THE 
EMPIRE 
STATE BUILDING 


in New York, is the highest 
structure ever built by man and 
runs into the air something over 
twelve hundred feet. 


If our shipments of stock 


ENNA JETTICK 


Shoes, recently made in a single 
week, were piled one carton on 
top of the other (just as our 
dealers pile them on _ their 
shelves) it would make 


a stack twenty times 
as high as the 
Empire State Building 





If the cartons were placed 
end-to-end, they would make a 
row over sixteen miles long. 





These shoes were shipped by 
Parcel Post—9 Tons 
Express — 38 Tons 
Freight — 24 Tons 





Enna Jettick Shoes will be on display dur- 
ing the National Seasonal Opening and Shoe 
Display Week in Rooms 1000-1001-1002 
at the Hotel Commodore, New York City. 
November 16 to 20. 





Enna Jettick Melodies 


es Dundays, WIL A 


SHOES FOR WOMEN 


YOU NEED 
NO LONGER 
Be TOLD 
THAT YOU 





HAVE AN 
EXPENSIVE 
FOOT 




















ENNA JETTICK SHOES, INC. 


(The World’s Largest Manufacturer of Women’s Shoes Exclusively) 
AUBURN New York 
































Hl \\ AAAAA toEEE Sizes Tt012 























Boor AND SHOB RECORDER 
combining THE SHOE RETAILER, Oct. 24, 1931 33 


retan all 


A remarkable, new calf 








leather for shoes — the 











result of a perfected proc- | 


ess of vegetable-tanning S\\ 
developed by Gallun. 


Cretan Calf is offered in black 











and a selection of colors. 




















Six points of excellence achieved in new 
Cretan Calf: 1. Has finer grain and tighter 
break. 2. Takes brighter polish; retains polish 
longer. 3. Retains original shade more faithfully 





under field conditions. 4. Keeps 
original form of shoe longer. 


&- Destructive action of per- 





spiration is greatly reduced. 6. 


Higher degree of foot comfort. 
GALLUN LEATHERS 


Always Standards of Excellence 


A. F. GALLUN & SONS CORPORATION 
MILWAUKEE WISCONSIN 
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Planning for Profit by Experience 


Practical Records That Will Help Shoe Mer- 
chants Plot the Course of Their Business on 
the Basis of Facts and Reasonable Expectancy 


By J. LEBOWITZ 


General Office Manager, The Coward Shoe, New York 


, ae you were to ask yourself 
what your plans are to be for next month’s advertis- 
ing expense. Would you THINK you are going to 
spend more or less than last year? Do you THINK 
that the falling off or the increase in business that you 
anticipate warrants that increase or decrease in ad- 
vertising? Or do you have ideas that are entirely 
based on FACTS? ; 

These same questions can be asked about your pay- 
roll expense or your shipping expense, your total 
selling expenses or your income for next month or 
the month after that. You would attempt first, per- 
haps, to answer these questions at random—from 
mental calculations—but before you got very far you 
would realize that you must dig out of some file, nook 
or cranny last year’s figures. And maybe those of 
the year before. With the figures at hand you can 
begin to answer yourself. 


RETAILER'S 
FIVE: YEAR COMPARATIVE 


a 1930 


You know, of course, the advantages connected with 
comparing plans of expenditures for future months 
or periods with past accomplishments because the past 
accomplishments are actual figures to YOU and are 
made up from YOUR own business. You can see at 
a glance by referring to all records, just why, in any 
given period you had a large or small expenditure in 
a given expense. Whether it was due to a large or 
small volume of sales, which in turn caused the added 
expenditure. You can follow this same idea into the 
costs of your advertising, your payroll, your shipping 
and delivery, your display, your freight and ex- 
pressage and every other expense that you already 
had listed for that month, or period, a year or two or 
three ago. 

Retailers now realize that with present conditions 
as they are their problem is to watch closely and intel- 
ligently the disbursements of all expenditures of their 


CONDENSED 
OPERATING STATEMENT 


193/ 
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[RIM Tpep 
fine shoes 





are priced to show You 
an average mark-up of 
more than 40 per cent. 


Collette 
Avenue Last—16/8 Louis Heel 
3004-2—Black Kid with Gray Piping and Trim... .$5.00 


3004-3—Dark Brown Kid with Sea Sand Piping 
WM WUE esabeccccicnecccencacceseecua $5.25 


Saratoga 
Stroll Last—15/8 Covered Cuban Heel 


3018-1—Black Kid with Gun Metal Lustre Kid 
WIIG Bait OE EE URY- EUERD pUPRE KER ES ON CLOTS $5.00 


Yonkers 
Yorker Last—17/8 Tucked-in Cuban Heel 


3017-4—Dark Brown Kid with Autumn Brown 
Re A eee pe er err re ee $5... 


_3017-1—Black Kid with Gun Metal Lustre Trim. .$5.00 


All patterns made in following sizes: 
AAAA 544/10 AA 442/10 B 3/10 
AAA 5/10 A 4/10 Cc 3/10 


Sizes 91% and 10 in all widths 50c. extra. An additional charge of 25e. per pair is also made for all orders of two pair or less. 


AVENUE SHOE CO. 


“Trim Tred Shoes 


Fill your present needs 


DOSSESSING all the charm, style and fine fitting qualities 
of much more expensive shoes, ‘Trim-Treds” at $8.50 
appeal to women accustomed to paying much more. 


A dependable In-Stock Service enables you to turn your stock 
often and at the same time keep your investment to the 


We invite a comparison of “Trim-Treds’ with other shoes 
selling at the same or higher prices and for this purpose a 
test Mail Order will be very much appreciated. 


If you have not received your copy of the “Trim-Tred” 
catalog, please write us. 


Collette 















Yonkers 















Branch of International Shoe Ca. 


ST. LOUIS, MO. 
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business. Everyone is concerned with this today. 
While it is one thing to say to ourselves, “Well, we 
will just take off 10 per cent of everything,” the re- 
tailer will find that he cannot carry this thought out 
in a blind manner. He must consider facts and re- 
quirements of the entire situation as it is today in 
its present volume. 


lt would be very nice if he 
could take this 10 per cent off everything from rent 
right through to freight and expressage, but we know 
that there are leases that have been made and prop- 
erly executed, freight and express costs all governed 
by Interstate Commerce Commission acts, and so on. 
His only hope for relief, then, is to keep a watchful 
eye on his controllable disbursements—his advertising, 
payroll, commissions and so on. If he does this with 
a fair regard for what his organization requires as a 
minimum for the maintenance of satisfactory service, 
consistent with the policy of his business and in pro- 
portion to his expected volume of sales, he will ac- 
complish a very important and financially benefiting 
job. 

Taking the case of Mr. Jones’s store, whose ex- 
penses have been like the following: From records of 
this year he finds that his sales have decreased from 
the year before by approximately $1,000 in January. 
The volume of net sales was $3,694 in January, 1930, 
and only $2,680 in January, 1931. Realizing as he did 
that this loss of sales would mean a loss in profits if 
he did not change his policy from the year before, he 
immediately took steps to make necessary changes and 
found that by curtailing his advertising from $400 


WORKING 


Month of 


Gross Sales Jf Returns, Etc. Net Sates Purchases: Advertising. Payroll Stationery 


for the corresponding month last year to $300 in this 
year and by keeping his display expenses lower this 
year than last year, and likewise by going- through 
his entire list of controllable expenses he found that 
while he lost $1,000 in net sales, with approximately 
$300 gross profit he increased his net profits for Jan- 
uary, 1931, over 1930 by $85. 

This clearly shows that this merchant, by consulting 
his own past records found that in spite of a decrease 
in business that he could make as much and even a 
little more than he did last year. It was always 
uppermost in this merchant’s mind to consider that 
the planned expenses should be followed as planned 
and before he set down an amount that he desired 
to reach—or expend—he considered how much 
would be advisable in the face of what he expected 
to take in that month. 

Mr. Jones, whose case is the one referred to above, 
happens to be operating without an elaborate office 


- force and only engages an accountant for two or 


three days of the year about income-tax time. For 
some time he was facing the problem of how to keep 
his records of income and expenses without employ- 
ing an auditing and accounting firm. 

It was when he happened to come across the second 
section or working papers—a companionate retailer’s 
condensed operating statement, that he solved this 
problem for himself to his entire satisfaction. He 
now classifies all of his expenses and income items so 
that he can know each month how good or how poorly 
he did, merely by listing under the proper headings 
the amount of daily income or expense. Then he can 
derive his net profits or- losses monthly as accurately 

[TURN TO PAGE 62, PLEASE] 
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ain or 





grerre 





ey This getting back to normal... how 


much cooperation are you getting from your source 
of supply P 

Are factory prices in step—or out of step— with 
your prevailing retail prices? 

In other words, are you buying fine, top-flight 
men’s shoes to retail at $11.50 and $12.50 at prices 
that permit you a full 40%—or more—gross profit? 
There’s no question about it—if you’re buying 
Stetsons. For Stetson factory prices are so fixed 
as to earn you a minimum of 40% gross profit— 
whatever the reading of the business vane. No 
“fair weather” prices when the indicator says 
heavy going. Factory and retail selling prices 


parallel at all times. 


STETSON SHOES 


FOR MEN AND WOMEN 
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ho -OF more- gout! 


Stetson’s cooperative policy assures the dealer 
the greatest gross profit in “higher bracket” shoes. 
Stetson’s craftsmanship and quality assures the 
greatest footwear value, bar none. Stetson’s ingenu- 
ity assures the greatest individual selling feature in 
men’s shoes...every STETSON for men is “broken 
n” at the factory, giving instant comfort from fit- 
ting to final mile. Stetson’s famous In-Stock service 
— Dept. 5—most systematic and prompt in the busi- 
ness—assures a greater turnover and profit for you 
on a minimum investment. 

With a setup like this, doesn’t your good common 
sense nudge you to... Buy and sell Stetsons? Of 
course, it does! Write for Dept. 5’s latest catalog. 
The Stetson Shoe Co., Inc., South Weymouth, Mass. 
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7 COORDINATED 


(o-endinated Lasts and Patterns is a system of automatic, 

scientific unification of all sizes of lasts and patterns in which 

each size is a perfect model, accurately reproducing the char- 

acter, appearance, lines, and contour of the original last. All 

sizes, therefore, from 2 to 8 actually become sample sizes, for 

they faithfully retain the true proportions given the 4-B size 
by the shoe and last designers. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
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TIMELY 








TIMELY Eliminates the WAR! 


1910 Prices......1932 Quality 


.. and styled to the minute “TIMELY” leads the 
big parade back to normalcy with Shoe Value 
that is taking the country by storm. 


Here is the Line that you have waited for. Here 
is the Line that definitely reaffirms Hoyt leader- 
ship in the Economy Shoe Field. 


14 dress Oxfords to retail at $3; 15 to retail at 
$3.50 with the leading numbers at both prices. 


IN STOCK 


Mail the Coupon today for IIlus- 
trated Price List of the New 


TIMELY Line. 


TIMELY pivision 


F. M. HOYT SHOE CORPORATION 
Manchester, New Hampshire 








SHOES 
FOR MEN 


"BUILT BY HOYT 


S 


RETAIL 


$2.10 less 5% 30 days 
Net 45 Days FOB Manchester 


> “50 


RETAIL 


$2.35 less 5% 30 days 
Net 45 Days FOB Manchester 


TIMELY Division 

F. M. Hoyt Shoe Corporation 
Manchester, New Hampshire 
Please send illustrated Price List. 


MAIL THE COUPON 


Today! 
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A Kohinoor SNAP BUCKLE ON A 
CURT-WOLFELT SPRING SANDAL 


For the Spring of 1932 it is very obvious VERNER 


that the Sandal type of footwear—en- 
hanced by the Waldes Kohinoor snap 
fastener—will be predominantly popular. 


Colors to match or to contrast the colors 
of the new spring footwear are being 
very heavily sampled right now. 


Kohinoor snap buckles are priced and 
styled for the requirements of every shoe 
manufacturer. 


Be sure to specify Kohinoor Snap 
Buckles on your Spring Sandals. They 
assure style comfort and convenience. 
Absence of holes preserves the strap 
materials. 


WALDES KOH-I-NOOR INC. 


World’s Largest Manufacturer of Fastening Devices 


LONG ISLAND CITY, N. Y. 











> <= 





Cc. P. FORD & CO. 
ROCHESTER, N. Y. 


A smart-looking, well-fitting shoe designed to meet the requirements of the 
whe d ds style, but must have comfort. 

The ideal combination of style and comfort built in Archetype shoes makes 

pn readily aes and once a woman has worn Archetype she will be a 








You ean build a ‘paldenen — li le by f ing Archetype footwear 
for women. 

Displaying at eee Seasonal Opening and Display Week, Nov. 16 to 20. 
Hotel C d 1109-1111-1115. 


C. P. FORD & CO., INC. 
Rochester, N. Y. 


DETROIT: Hotel Tuller, Mr. Ray Wegman 
CHICAGO: 1815 Republic Bldg., Mr. Ray McCarthy 
NEW YORK: Marbridge Bldg., Mr. Jack Galway 
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Authorities 
say 


WHITE 
FOR 
SPORTS 
SEMI-SPORTS 
STREET WEAR 
and 


EVERYWHERE 
a ee 


What could be more 

logical than those 

pliable, light, durable 
leathers 


WHITE FOR SPRING 


‘STYLISTS AGREE ON 
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STYLISTS AGREE 
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ALL STYLISTS AGREE 

ICH WHITE FOR SPRING 

5 ALL STYLISTS AGREE 

CH WHITE FOR SPRING 
ALL STYLISTS AGREE 
H WHITE FOR SPRING 
ALL STYLISTS AGREE 

WHITE FOR SPRING 
STYLISTS AGREE 
(HITE FOR ‘SPRING 


MUCH WHITE FOR SPRING 
AS ALL STYLISTS AGREE 


NORTHWESTERN LEATHER COMPANY TRUST BOSTON 
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‘Deer tell me there’s five or six million of us— 
out of jobs. 
“I know that’s not your fault, any more than it is 
mine. 
“But that doesn’t change the fact that some of us 
right now are in a pretty tough spot—with families 
to worry about—and a workless winter ahead. 


“Understand, we’re not begging. We'd rather have 
a job than anything else you can give us. 


“We're not scared, either. If you think the good 
old U. S. A. is in a bad way more than tempo- 
rarily, just try to figure out some other place you’d 
rather be. 


“But, until times do loosen up, we've got to have 
a little help. 


*So I’m asking you to give us a lift, just as I would 
give one to you if I stood in your shoes and you in 
mine. 


“Now don’t send me any money—that isn’t the 
idea. Don’t even send any to the Committee which 


signs this appeal. 


“The best way to help us is to give as generously 
as you can to your local welfare and charity organi- 


zations, your community chest or your emergency , 


relief committee if you have one. 

“That’s my story, the rest ig up to you. 

“Pll see it through—if you will!” 
—Unemployed, 1931 


THE PRESIDENT’S ORGANIZATION ON UNEMPLOYMENT RELIEF 


Walter S. Gifford 


Director 


COMMITTEE ON MOBILIZATION OF RELIEF RESOURCES 


» 


Owen D. Young 
Chairman 


The President’s Organization on Unemployment Relief is non-political and non-sectarian. Its purpose is to 
aid local welfare and relief agencies everywhere to provide for local needs. All facilities for the nation- 


_, wide program, including this advertisement, have been furnished to the Committee without cost. 
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A GOOD THING AND AN 


IMPROVEMENT 





THE CREASED BREAST HEEL+ 


The CREASED BREAST HEEL IS GOOD 


The Creased Breast or Monoslot Heel with single 
slot in center of breast in which to tuck the cover 


is good. It makes neater breasts that stay clean and se- BUTI THE TRISLOT HEEL IS BETTER 


cure longer, and it saves money over “breasted” heels. 


THE TRISLOT HEEL + + 


because the tongues on each side of the center slot 
Pe te ns ea spring back when the cover is tucked into that slot. 


, The slots may be made narrower, thus making a tighter 
Both types of Creased Breast heels save money, time, joint; the labor of tucking is less. One width of slot 


and material; they improve the appearance and wear- will do for all kinds of heel covers—satins or alli- 
ability of your shoes. And the covers “stay put” (which gators. The cost of blocks is only one cent per 
sannot be said for either breasted or lap-front covers). dozen pair more than for heels with single slots.. 


All Mears plants sell TRISLOT heels (as well as MONOSLOT heels) 


FreD WW. MEARS HEEL COMPANY, INC. 
AUBURN, ME. - COLUMBUS, O. - ST. LOUIS, MO. - AUBURN, N. Y. 


Associated Companies 
CONWAY WOOD HEEL COMPANY, CONWAY, N. H. 
MERRIMACK WOOD HEEL COMPANY, SALEM DEPOT, N. H. 


LOOK FOR THIS 
TRADE MARK 


ON EVERY HEELSEAT 


& Heel Patent # 1,718,177, dated June 18, 1929 K + Heel Patent #1,761,359, dated June 3, 1930 
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Style Shoes 


FORM A PROFIT PARADE 


“ADOREE” 
IN STOCK 


Made on our 168 Last— 
16/8 Cuban Heel 


R 504—Black Glazed Kid 
R 1404—Brown Kid 

R 704—Black Suede 

R 1504—Brown Suede 


“MARILYN” 
IN STOCK 


Made on our Modified 198 Last— 
19/8 Heel 


R 301—Patent Leather 

R 401—Mat Calf 

R 901—Midnight Blue Kid 

R 701—Black Suede ................ ‘ 


Have you joined? 


Don’t stand on the side lines 
and watch it go by. Yes, we 
said “Profit Parade.” It’s made 
up of the hundreds of mer- 
chants who have discovered 
the fast styling and high qual- 
ity Paramount builds into its 
line of Five and Six Dollar re- 
tailers. 


Who said the shoe business 
needs something new to im- 
prove itP There are plenty of 
opportunities for profit in shoe 
retailing—but you should get 
in step with consumer demand 
—open your eyes to new lines 
—set aside old ideas—be able 
to recognize manufacturers 
that have the new conception 
of the women’s novelty busi- 
ness and to play those that are 
successful. Hence, we’re tell- 
ing you now to get acquainted 
with Paramount—trial order 
some of these stock shoes just 
to see how good they are. 


Then see Paramount’s new 
spring samples about to come 
out. They are simply “hot” 
with new ideas—new patterns 
—new leathers—new colors. 
They mean bigger profits to 
you. 


SIZES 
ON ALL STYLES 





TERMS 
5%, 30 DAYS 


15 cents extra for all orders less than 6 patrs 











On display—National Seasonal Opening—Nov. 16-20 


“PARIS” 
IN STOCK 


Made on our 168 Last— 
16/8 Jr. Spanish Heel 


R 303—Patent Leather 
R 503—Mat Kid 

R 703—Black Suede 
R 1403—Brown Kid 

R 1503—Brown Suede 


“RENEE” 
IN STOCK 


Made on our Modified 198 Last— 
19/8 Heel 


R 302—Patent Leather 

R 502—Mat Kid 

R 602—Black Watercress Moire Satin. ... 

R 612—Black Crepe Faille Satin 

R 802—White Watercress Moire Satin... 3.40 
R 902—Midnight Blue Kid 

R 1402—Brown Kid 

R 702—Black Suede 

R 1502—Brown Suede 


Room 701—Hotel Commodore—New York 


PARAMOUNT SHOE MFG. COMPANY - St. Louis, Mo. 
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NATIONAL NEWS 


SATURDAY, OCTOBER 24, 1931 





>» WHAT’S SELLING? 


Jazz Men’s Shoes Out, Says Gable 


CHIcCAGO—The demand for a “jazz 
shoe” is past, in the estimation of W. 
Gable, manager of the shoe department 
of Marshall Field & Co., men’s store. 
While he hurries on to say that the 
type of men who patronize his depart- 
ment may be somewhat more conserva- 
tive than the average, yet he feels that 
the trend in men’s shoes is away from 
rather than toward the “flashy” styles. 
“Perhaps it’s the eonomy urge which 
prompts men to select a shoe that will 
serve for all purposes and one that will 
look well with any suit,” says Mr. 
Gable, “but, nevertheless, that’s the sit- 
uation as we find it.” 

It is his opinion that wing-tip in 
most instances, fills the need of those 
men who want something other than the 
ultra conservative. He went on to say 
that “wing tips have always been good, 
as long as I can remember, and I have 
every reason to believe that they al- 
ways will be, since they meet the de- 
mand for something apart from the or- 
dinary run of shoes.” 

“I, for one, do not believe that the 
market for quality shoes has gone,” 
says F. A. Clark, of Chas. A. Stevens 
& Co. “I think,” he went on to say, 
“that our experience here bears me out, 
and while we probably are not selling 
as many of the extremely high priced 
shoes as before, yet we are moving a 
fair volume of shoes at a good price.” 
He added that, in his cpinion, suedes 
would carry through a longer season 
than last year, due to the Second Em- 
pire influence into which suedes fit so 
nicely. 

Joseph Thompson, of Hanch & Son, 
believes that last Saturday marked the 
beginning of Fall buying. He pointed 
out that, in spite of unseasonably warm 
weather their stores noticed an in- 
creased interest in fall footwear, and 


; 
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he thinks it significant that the inter- 
est has for the most part been main- 
tained during succeeding days. 





Ostrich for Shce Trim 


DALLAS—Beast, fowl and reptile skins 
are being “pushed” by Paul’s Shoe 
Store, Inc., as important in shoe fash- 
ions at the present time. 

“Ostrich skin is interesting Dallas 
women for shoe trimming and hand- 
bags”, General Manager J. Mossiker 
said. “Calfskin is accepted largely for 
heavier shoes, such as golf and specta- 
tor sports wear. Lizard, crocodile and 
watersnake shoes have won the public 
fancy and are expected to be popular 
here this winter.” 





SHOP TALK 
by 
H. F. B. 


A pretty good story 

Which may or may not 

Be true is going the 
Rounds of the shoe trade. 
It seems that a salesman 
Sold an order of shoes 

To a small retailer 

For the first time. 

The salesman asked for 
References from the merchant, 
Who asked “What for?” 
The salesman replied 

“To see if you can pay 
For the shoes.” 

The merchant came back, 
“I want some references 
On your firm, too.” 

“What for?” asked the 
Salesman, and the 
Merchant replied, 

“So’s I'll know 

That your firm 

Is financially 

Strong enough to 

Carry me if | can’t 

Pay for the shoes.” 

Life is like that. 
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EVERY WEEK 





Washington Trade Improves 


WASHINGTON, D. C.—The few cool 
days of last week greatly stimulated 
the retail shoe business in Washington. 
Most merchants and buyers in depart- 
ment stores are gratified with this im- 
provement and are looking forward to 
better business the balance of the sea- 


Black and seal brown suede seem 
to be much in demand and are being 
asked for in the more conservative 
styles. Three and four eyelet ties and 
sport oxfords are in greater demand 
than any other season for the past sev- 





q TRADE HAPPENINGS > 








Manufacturers Convention Plans 


New York — Announcements have 
been sent out by the National Boot and 
Shoe Manufacturers Association that 
the round table discussions, which have 
been a special feature of the conven- 
tions during the past two years and 
have been well attended will be con- 
tinued at the convention to be held at 
Hotel Commodore, New York, Novem- 
ber 16. There will be three round table 
discussions in the morning, beginning 
at ten o’clock: 


Group A—Factory Problems and In- 


dustrial Conditions. 


Chairman, Mr. Wm. G. 


Dodge, Dodge, Bliss & 
Perry Co., Inc., Newbury- 
port, Massachusetts. 


Group B—Credit and Merchandising 


Problems. 


Chairman, Mr. E. S. Gerber- 


ich, Gerberich Payne Shoe 
Co., Mt. Joy, Pa. 


Group C—Suggested New Standards 


of Grading Shoe Sizes. 
Chairman, Mr. Harry G. 
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This positive fitting sys- 
tem builds confidence. 


Unrtep Last Co., Lrp., London Paris 
MontTrEAL, Que. England France 











ou can’t get a better 
ADVERTISEMENT 


Here’s an idea that’s new! One that clicks with 
mothers and pulls the business to your store. 


Fairy Cinderella Foot Fitting Forms enable you 
to fit children’s feet in a new scientific way. Moth- 
ers marvel when they see their children’s feet in 
these transparent Fairy Forms. They no longer 
doubt your ability to fit their kiddies’ feet. They 
know because they see for themselves. 


What an advertising idea for building up a busi- 
ness! And only $25! Write for descriptive booklet: 
‘Are you sure this shoe fits her foot?”’ 


Seeing is Believing. SHOE FORM CO., INC., Auburn, New York — This is a Fairy Cinderella unit 






of 20 transparent forms, made 
in sizes 6 to 2%, any width you 


It's your best advertise- e Ci pa he bts es = 
i /] 7] complete with attractive raci 
— alry lhl CLC. $25. Second width of 20 forms 


FOOT FITTING FORMS 
Licensed Manufacturing Branches: 


with rack $20. Third width of 
20 forms with rack $15. 


Frankfort Melbourne 
Germany _ Australia 


























Hotel 


47% STREET 
anD 
LEXINGTON AVE. 


NEW YORK Week. 





If you are coming to New York for your show No- 
vember 16th to 20th plan to stop at the Winthrop. 
Here you can get a two-room suite with private 
bath, serving pantry and Frigidaire for $8 a day. 
Large rooms, excellent food and ideal location for 
shoe men. Particularly fine if you bring the wife. 
Write for full information. 





Shoe Men! 


WI NTH ROP This Different Hotel is One Minute from the 
j) “anny suancrt, mom Commodore, Headquarters During the Na- 


tional Seasonal Opening and Shoe Display 


$8.00 per day 
for this _ two- 
room suite 
with serving 
pantry and 


Frigidaire. 








\ 
\\ 
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Johansen, Johansen Bros., 
Shoe Co., St. Louis, Mis- 
souri. 

Group D—Mechanical Equipment for 
Factory and Office Rec- 
ords—Pension and Bene- 
fit Associations. 

Chairman, Mr. Charles E. 

Moore, Geo. E. Keith Com- 

jany, Brockton, Mass. 


These round table discussions will be 
open to members of the Association as 
in the past. The general convention 
session in the afternoon will be open to 
all shoe manufacturers, salesmen, shoe 
retailers, the press, and others who 
may be interested. The president’s an- 
nual address, the report of the manag- 
ing director and reports of committees 
will be a part of the afternoon open 
session. 

Dr. Julius Klein, Assistant Secretary 
of Commerce, will address the Comven- 
tion in the afternoon; and Alvan T. 
Simonds, Simonds Saw and Steel Com- 
pany, Fitchburg, Massachusetts, who 
spoke at the manufacturers’ convention 
in 1929 is also on the program for the 
afternoon. It will be remembered that 
in 1929, Mr. Simonds prophesied with 
unerring accuracy the economic trend 
and business conditions as we have sub- 
sequently found them; and it is be- 
lieved that the industry as a whole will 
be interested in Mr. Simonds’ views of 
present conditions; and a large attend- 
ance is expected at our Convention on 
Monday, November 16th. 

The 28th Annual Banquet of the As- 
sociation will be held on the evening of 
Thursday, November 19th. There will 
be no serious addresses, as the program 
will be devoted to a theatrical enter- 
tainment under the direction of George 
Miller, I. Miller & Sons, Inc., Long 
Island City, N. Y., chairman of the 
banquet program committee. An ap- 
propriation of $5,000 has. been made 
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An idea for a college window as de- 
veloped by G. G. Boyle, of the French, 
Shriner & Urner Store on Madison 
Avenue, New York is shown in the 
illustration above. 

The central motive is a shoe case 
holding an assortment of each type of 
shoes a college boy will need, i.e.: Two 
pairs of street shoes, one pair each of 
dress, black semi-informal, golf and 
sport shoes. In addition there was a 
collection of spats, slippers and hosiery 
displayed in such a manner as to cause 
many window sales. 

A volume shoe business is done in 











READY FOR THE KICK-OFF! 





this shop with the college men, par- 
ticularly at the beginning of the col- 
lege year. The outfitting of the young 
men returning to school is considered 
from all angles. To quote Mr. Boyle, 
“In this connection we hooked up with 
our college representative who is well 
known and makes his headquarters at 
this store when he is not traveling. In 
other words, we let these students know 
they can come into this shop and feel 
at home. We also give them the advan- 
tage of talking to a representative who 
understands their particular problem.” 








for a very high-class program; and ex- 
cellent entertainment will be provided. 
The introduction of entertainment fea- 
tures at the manufacturers’ banquet is 
a definite departure from the more than 
25 years of the association’s history; 
but it was believed that with so many 
buyers in the city during the National 
Seasonal Opening and Shoe Display 
Week that entertainment at the Ban- 
quet would be preferable to serious 








speaking. Miss Ruth S. Freeman, sec- 
retary of the association, has said that 
more than five times as many reserva- 
tions have been made for the banquet 
as during the corresponding period be- 
fore the banquet last year. The tickets 
are $15 each; and are now on open sale 
and location. 
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FRADE MARK 





Scientific Hi ae 
lea 

« for Children 
Insure Normal Feet” 











91 Different Sizes 
AA to D 


IN STOCK 


The only exclusive 
Goodyear Welt or- 
ganization in the St. 


Louis district. AURO 
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THE JUVENILE SHOE CORPORATION 


OF AMERICA 


83/ll3 


RA, MISSOURI 
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12/2 A-B-C-D 


814/114 A-B-C-D 


SHARK LEATHER TIP SHOE 
Style 106—Black Elk High Shoe 


with Black Shark 
Leather Tip. 


Style 107—Coffee Elk High Shoe 


with Brown Shark 

Leather Tip. 
Damp Proof Oak Sole, 

Leather Heel, Rubber Top. 


Gold Spot Sole, Rubber Heel. 


Send for Our Complete Stock Catalog 


Our terms are 5/10 days, net 30 days. West 
of the Rockies and East of the Alleghany 


Mountains 5/20 days, net 40 days. 


See our display, Room 744, Commodore 


New York Style 
November 16 to 20. 


Hotel, Show, 












i ie hind 


WHERE TO BUY 
Men's Shoes 


8 8 8 8 OE TS re 





EAST WEYMOUTH,MASS. U.S 





In Stock Service At 
“ F, M. HOYT SHOE CORP. ra 


oom EG Manchester, N.H1. 








“A MAN’S DECISION” 


THE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 











nen se 


Tus 


-P SHOE 
FoR MEN 

ty Wiesel (P) 
————— BROCKTON 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
N. ¥. U. & A. 
MEN’S FINE SHOES EXCLUSIVELY 

















Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 


SHOES 
Brockton, Mass. 














Richarde & Sreneen Co. Kandolph, Mass. 








GANCG’S ALL HERE! 


Give Show for Children 


St. Louis—Neighborhood shoe deal- 
ers in a large town have always found 
it difficult and expehsive to put on an 
advertising or publicity event that 
would be outstanding. Forty St. Louis 
Peters shoe dealers showed their in- 
genuity recently by playing host, as a 
group to children throughout the entire 
city. 

Each of these stores displayed win- 
dow posters for ten days announcng 
that any boy or girl under 16 years 
of age could secure a free ticket to a 
special performance at the Missouri 
Theatre, one of St. Louis’ largest show 
houses. Al! children were required to 
register their names and addresses as 
well as to sign their tickets for ad- 
mission. 

On Saturday morning, Sept. 19, when 
the doors of the theater opened at 9:30, 
there were children lined three deep 
for more than four blocks along busy 
Grand Avenue. The theater was filled 
beyond its normal capacity, but none 
of the boys and girls were turned away. 

A special children’s performance, in- 
cluding the feature picture “Tom Saw- 
yer,” several acts of vaudeville, Clyde 
Wares, coach of the Cardinal ball club, 
and the personal appearance of Robert 
Wadlow, the 13-year-old giant who is 
7 ft. 4 in. tall and wears a size 30 shoe, 
proved unusually entertaining. During 
the performance 25 attendance prizes, 
including ten pairs of Peters shoes were 
given away. Those who won shoes re- 
ceived a letter telling them to go to the 
dealer who gave them their ticket, and 
they would be carefully fitted in any 
shoe they selected. 

Besides winning many friends in 
their neighborhood through the free 
show, each dealer was enabled to add 
to and improve his mailing list, as he 
secured the names of all children re- 
ceiving tickets. 

By following up the show with a 
direct mail campaign using the names 
received, many stores have reported a 
splendid increase in their children’s 
business. 

These dealers are so well pleased 
with the fine results obtained at a low 
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individual cost that they are planning 
another show to be giver: some time be- 
fore the Christmas holidays. 


Delman Opens Debutante Shop 


NEw YorK—On Thursday afternoon 
at the Madison Avenue Shoe Salon 
Delman showed his newer shoe models 
with a background of Stein and Blaines 
ensembles. New and different ideas 
were shown in the combination of 
leathers and the throat treatment of 
sandals for bridge and evening wear. 

The use of light weight calf for the 
town walking shoe was ably presented, 
the shoe being shown with a smart 
tweed and fur ensemble. Brown and 
black kid and some new patterned shoes 
featuring braided and banded suede 
were highlighted. 

One straps were shown on afternoon 
models and the bronze pump was at- 
tractively worn with the dark brown 
lace frock. Most interesting was a 
new feature of the higher arch in the 
pump and a very high angle top line on 
the quarter. Figured satin jewels and 
some new and novel side pump buckles 
were displayed as clips. 

The demi-oxford was shown in an 
overlayed design in black and in all- 
over green. The entire presentation of 
footwear and its relative importance to 
costume was one very worthy the open- 
ing of an important shoe salon. 


New Conaway Winter Headquarters 


NEw YorRK—The Conaway-Winter 
Co., shoe designers and pattern makers, 
have announced that their new Brook- 
lyn headquarters will be at 214 Duf- 
field Street, corner of Willoughby 
Street. Acccording to Mr. Conaway, 
the new location and increased space 
was made necessary by the constant in- 
crease in business which the Conaway- 
Winter organization has enjoyed. 

The new location at 214 Duffield 
Street has the advantage of being in 
close proximity to all the important 
rapid transit lines. 








> THE PURPOSE OF BUSINESS IS PROFIT 4 
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Pee 


—— 


fey me 
Lo PROFITS 


ES, shoe business is better. A few 

weeks ago it looked as if a lot of shoe 
people were going to die with their boots 
on their hands. But now it seems certain 
that the upturn has come. The shoe busi- 
ness is better. But you can’t move shoes 
by planting shoe trees in them—profits 
don’t grow that way. You’ve got to jump 
into those shoes with both feet and go 
somewhere. It’s just the same with shoe 
cleaners. Pick the profit-leaders. The 
Pee-Chee “3” will help you—they’re full- 
price performers and full-profit providers. 


1. Foodies White—a ougenns leader and — Insure YOwr 
thn, erraend sae for tet | ath an. ADRIAN XRAY 


medical folks, etc. 


2 ting be agar Pi gro Moos nl — Does your business need a stimulant? Are 
Saidied Seutieer (and it’s a favorite you seeking a dependable method to increase 
with the men). Doesn’t cake in the your sales? Then investigate the Adrian X-Ray 


bottle or leave the shoe “waxy”. Shoe Fitter. Instead of merely selling shoes— 

3 Pee-Chee Kid Glaze goes great on wlhite sell foot comfort. It is the only sure way to 

* kid or calf, summer or winter. make permanent friends for your store. Only 

Sina: stein ties ill oe ae by the X-Ray method can you give your cus- 
name and quality. “Order from your jobber. tomers absolute assurance of a perfect fit. 


THE PEE-CHEE CLEANER MFG. CO. Merchants who have once used this scientific 
Cleveland Ohio method of fitting shoes would not think of be- 
ing without it. The Adrian X-Ray is acclaimed 
everywhere as a most valuable trade building 
asset. 





Give your customers the benefit of this price- 
less service and watch your sales grow. It will 
mark yor store as a leader; it will lift your 


business up above competition. 
Write for our descriptive literature today. 
a7 
Manufactured Exclusively by 


WHITE SHO& CLEANER | X-RAY SHOE FITTER, Inc. 


234 E. Reservoir Ave. 


Kid Glaze...... Neutral Créme |mevavece WISCONSIN 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 














W. 8S. CHASE & SONS, ae 
HAVERHILL, MASS 

Men’s Full Leather Lined 
Handturned Slippers 
Priced from $1.85 
Kid Pullman Slippers, 
colors and Black with 
Snap Pocket Le > 
Zipper Pocket 






IN STOCK 


Men’s and Boys’ 
Hand-Turned 
Oxfords 


© L. B. asia SON CO., Wakefield, c= Ok) 








HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
on the market in the popular price 


class. Samples on Request. 
VINCENT HORWITZ CO., Inc. 
New York City 









<a 
ae 








© L. B. EVANS’ SON CO., Wakefield, Mass. i) 


Abe Herman With Jackson Shoe Co. 


Abe Herman, formerly of The Cham- 
pion Shoe Co. of New York City, is now 
associated with the Jackson Shoe Co., 
692 Broadway, New York, in the capac- 
ity of sales manager. Mr. Herman will 
supervise all sales of this company. 
Henry Wendorn is superintendent of 
The Jackson Shoe Co., which manufac- 
tures high and popular priced stitch- 
downs. 








J. H. Kotz Joins Hamilton-Brown 


St. Louis—J. H. 
Kotz, who for the 
past twenty - two 
years has devoted 
his entire time to 
styling, merchan- 
dising and design- 
ing men’s and wo- 
men’s shoes, has 
recently joined the 
Hamilton - Brown 
Shoe Co. in the 
capacity of mer- 
chandise manager 
of the women’s merchandise depart- 
ment. 

For twelve years Mr. Kotz was asso- 
ciated with the Feltman & Curme Shoe 
Co., who operate a large chain of retail 
shoe stores. This association was ter- 
minated in 1921 when Mr. Kotz took 
over the operation of a chain of eight 
shoe stores in Chicago. 

Mr. Kotz has established a reputa- 
tion for himself through his excellent 
record on turnover of merchandise to 
eliminate mark downs. His retail ex- 
perience should prove of very valuable 
assistance to him in his new connection 
as he is familiar with the problems that 
confront the modern shoe retailer. 





J. H. Kotz 





William T. Whedon Honored 


BostoN—William T. Whedon, sales- 
manager of the Norwood tanning firm 
of Winslow Bros. & Smith Co., with 
which concern Mr. Whedon has been 
connected for fifty years, was the guest 
of honor at a recent dinner tendered 
him by his business associates at the 
Dedham Polo and Country Club. In 
honor of the man who has dedicated his 
entire career to upbuilding the business 
of one concern, twenty-four officers and 
executives of the company gathered at 
the club on the evening of Oct. 8. 

A specially printed menu carried a 

message of greeting and congratula- 
tion, signed with the names of those 
who attended. In addition to former 
Governor Frank G. Allen, these were 
Cheney E. Cook, Horatio H. Alden, 
Harry F. Allen, Carl K. Bacon, Russell 
B. Beals, H. Clayton Beaman, Jr., S. 
Eugene Bentley, Carl Brandt, George 
A. Butts, Joseph P. Cataldo, John J. 
Coakley, Francis V. Crane, Henry 
Crosby, Kenneth S. Domett, Charles P. 
Frail, Alexander L. Hill, Henry E. Ma- 
rean, Kenneth McKenzie, Andrew C. 
Morrow, George W. Newman, Clement 
J. Reardon, Otis D. Swain and James 
M. Walker. 
At the conclusion of a dinner marked 
by speeches in a happy vein, Mr. Allen, 
on behalf of his associates, presented 
Mr. Whedon with a handsome wrist 
watch. 





Loewenberg Recovers 

Martin Loewenberg, treasurer of the 
Gole Slipper Co., who suffered a broken 
collarbone in an automobile accident 
several weeks. ago, has fully recovered 
and is now making his first business 





trip since his injury. 





THEY WANT TO KNOW 
WHERE TO BUY- 





RECORDER subscribers daily ask us where 
to buy shoes and many other items con- 
nected with the operation of their stores. 
Following are some of the inquiries received 
this week. 

Parties interested in supplying these wants 
should address The Inquiry Dept., BOOT & 
SHOE RECORDER, 239 West 39th St., New 
York, N. Y. 

In no case will the name and address of 
the merchant writing to us be given out. 
The RECORDER however will forward all 
letters and catalogs promptly to the in- 
quirers. Please refer to code identifying 
number. 

N 419. Boy’s shoe to retail at $2.75, in 
quantity lots. 

N 420. Device for stamping prices on price 
ticket blanks. A device with ink 


pad. 

N 421. Boy’s shoes, oxfords and high cuts 
to retail at $1.98. 

N 422. Woven silk shoe labels. 

N 423. New high heel oxfords for men from 
stock to retail at $5.00 and $6.00. 

N 424. Popular priced house slippers. 

N 425. Men’s and women’s hose to cost 
from $1.50 to $1.90. 

N 426. Women’s high style shoes from stock 
retailing at $4.00. 

N 427. Leather laced leggins, that fit down 
over the shoe and buckle under the 
instep. 

N 428. oa" shoes to retail around 








Football Coaches on the Air 


PORTSMOUTH, OHIO—The Williams 
Mfg. Co., manufacturers of Bond Street 
spats, is sponsoring a series of unique 
football broadcasts over the basic net- 
work of twenty stations of the Colum- 
bia Broadcasting System. The series 
starts off with Hunk Anderson, Notre 
Dame coach, scheduled to speak from 
Chicago on Friday, Oct. 16. 

On successive Friday nights through- 
out the football season, at 10:30 p. m. 
E. S. T., the following well known 
coaches and sports notables will be at 
the microphone: Dr. J. B. (Jock) Suth- 
erland, University of Pittsburgh; Coach 
Bob Zuppke, University of Illinois; 
Coach Chick Meehan, New York Uni- 
versity; Fielding H. Yost, former 
Michigan coach; Bill Roper, former 
coach at Princeton, and Benny Fried- 
man, all-American half-back. 

This series of broadcasts is similar 
to those sponsored by Bond Street spats 
last year, which created so much fa- 





vorable comment among retailers. 
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COMPLETELY SATISFIED CUSTOMERS 


yea ARE DEVELOPED BY 
A COMBINATION 
OF GOOD LACES 
AND FINE SHOES 














MERCERIZED TUBULAR 
SHOE LACE No. 3590/60 







a 





Only a completely satisfied cus- 
tomer is certain to come back to 
your store for his next purchase. 











A trifling part of the value in a 
pair of shoes, laces exert a great 
influence on the opinion of the 
wearer, Good laces, and only good 
laces, can make your customer think 
well of your shoes. 
















That is why we call your attention 


to our Giles lace No. 3590/60, 
illustrated at left. 








The ordinary lace contains from 64 
to 96 strands of yarn. This gates 
Lace is made of 120 strands,: and 
has a resilient construction which 
makes it very easy on the foot. 








If you want better laces and better 
No. 3590/60 is made of 120 strands of the aaa . 
best obtainable grade of mercerized yarn. satisfied customers, ask your jobber 
It contains more material than ordinary about afashend, Laces—or write us. 
laces and will considerably outwear them. 
It sells on its quality and dependability— 
not on price, and we guarantee it in every 
respect. 














Write “NUFASHOND — 
Reading, Pa.” and we'll 
send a pair for you to 
try out. 









ORDER FROM 
YOUR JOBBER 
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Modern Misses’ Shoes 












WITH 
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IN STEP 
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WHERE TO BUY 


ei ii di ie ee 








oie 2a Regent 
Pump. 15/8 Par 

Heel, AAA-C, -8. 
Price 10 


(Stock terms I—30) 














aS 
BURDETT SHOE CoO. 


YNN, MASS. 









Pullman Slippers 
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WHERE TO BUY 











VOLUME USERS 












ay 
Seochens im all colors. Packel tn 
+ GUSTIN CO. 





in variety of 
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WHERE TO BUY 


Women’s Shoes 


























FOR WOMEN 


THE JOHN EBBERTS SHOE CO., Inc 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 


































| of J. Abowitz of Lax & Abowitz, Brook- 


Forty per cent of gross 
profit in the price list, or 
the. sample: line, doesn’t 
mean forty per cent in the 
final operating figures. 

Necessary sale prices, 
unreckoned expenses, de- 
preciations and other in- 
evitable minor merchan- 
dising losses usually re- 
duce the total net profits 
as they appear in the 
sample -room to a figure 
much less than _ that 
amount in _the final fig- 
ures, 

And it takes a merchant 
of more than ordinary 
cleverness to keep that skeladiies with- 
in the limit of 5 per cent of sales. This 
5 per cent shrinkage is becoming a 
more important factor every year. 
Formerly it was “market depreciation.” 


PROFIT PRINCIPLE No. 6 


Copyrighted and reprinted by permission of National Shoe Retailers Association 















Now it is “style depreciation.” 

The merchant who fails to reckon 
with this “elusive 5 per cent” in his 
budgeting is simply fooling himself to 
the annihilation of his net profit. 


(See Next Week for the Actual Result) 











OBITUARY 


John P. Murphy 
New York—John P. Murphy, who 
for years has sold shoes for well- 
known manufacturers, for the most 
part traveling out of the Brooklyn 
market, died Monday of this week at 
his home, 600 West 111th Street, New 
York. He had been ill about a year 
and a half. 

Mr. Murphy was a native of Lynn, 
Mass., and from there moved to Boston 
at the age of 23 years. He worked 
in Boston shoe factories and was one 
of the first to operate a Goodyear 
stitcher. During this period he became 
a member of the Boot and Shoe Work- 
ers Union and he retained his member- 
ship in the organization up to the time 
of his death, being one of the few 
traveling shoe salesmen in the country 
affiliated with a labor organization. 
Coming from Boston to New York, 
Mr. Murphy entered the employ of 
Wichert & Gardiner as a salesman. 
Later he was employed by Nathan T. 
Dodge, of Newburyport, Mass.; Elco 
Shoe Co., Chandler Shoe Co., and 
Bressler Shoe Co. of Brooklyn. 


Mrs. J. Abowitz 
New YoRK—Mrs. J. Abowitz, wife 





lyn shoe manufacturers, died Monday, 
Oct. 12, after an operation performed 
five days previously at Beth Moses Hos- 
pital, Brooklyn. 

Mrs. Abowitz, who was married to 
Mr. Abowitz in Europe 24 years ago, 
was 43 years old. In recent years she 
had spent much of her time in chari- 








ture, but in organized charity as well. 
She was a director and one of the most 
active workers of the National Hebrew 
Orphans’ Home at Tuckahoe, N. Y. 

Besides Mr. Abowitz she leaves two 
daughters, Miss Sylvia Abowitz and 
Mrs. Harry Liberman. Mr. Liberman 
is associated with Mr. Abowita in busi- 
ness. 

Funeral services were held en Tues- 
day, Oct. 13. 





Herman Cushman 


Waupaca, Wis.—Herman Cushman, 
retired Chicago chain store owner, died 
suddenly Oct. 15 in his home, Strong- 
wood Cabin, Lake Nestling, near here. 

Mr. Cushman was 68 years old, a na- 
tive of Buckfield, Me., and a descendant 
of early Plymouth settlers. He entered 
the shoe business in 1883, retiring sev- 
eral years ago while vice-president of 
the A. S. Kreider Co. In addition he 
owned the wholesale shoe house bear- 
ing his name. He made his home in 
Barrington until two years ago, when 
he moved here. 

Surviving Mr. Cushman are one 
daughter, Mrs. Arthur Bradley of Bar- 
rington, and two sons, Clifford and 
Ralph Cushman of Glencoe, Ill. 





Mrs. Edward Streeter 


Eddie Streeter, representing &. P. 
Reed & Co. in Illinois, is receiving the 
condolence of his numerous friends over 
the passing of Mrs. Streeter, who was 
buried at LaGrange on Sunday, Oct. 
11, after a brief illness. Mrs. Streeter 
was stricken with infantile paralysis 
on Tuesday, Oct. 6, and died on Friday, 
leaving three children, twelve, eight and 





table work, not only of a personal na- 
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six years of age. 

















AT THE 


HOTEL COMMODORE 
ROOM NUMBER 1140 


Tue Leypon illustrated is 
a popular shoe from our 
in-stock department. Inci- 
dentally it is one of the 
many extremely smart 
models which will be 
found in our exhibit dur- 
ing Shoe Display Week in 
New York City, Novem- 


ber 16 to 20. 


A cordial invitation is ex- 
tended to all shoe men to 
visit our. exhibit in room 
1140. Stacy-Adams Com- 


pany, Brockton, Mass. 


— STACY*ADAMS 
Cuscton Grade Shoes for Men 
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WHERE TO BUY 


Bowling Shoes 


a a ll 


@€THCO 


BOWLING SHOES 
No, C762—All sizes in stock 
for immeciate delivery. 
Write today for complete ca- 
talog of ATHCO Athletic 
Athletic Shoe Co. 
914N. MarshfieldAv. 

Chicago, Il, 












WHERE TO BUY 
Shoe Forms 


ee 2 
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Torims 
FOR SHOES AND HOSIERY 


made from white, 
transparent or colored 


FAIR YLITE 
Shoe Form Co. Ine., Auburn,N.Y. 








ll 


WHERE TO BU 
Spats 








oO OO 





FIT RITE OVERGAITER CO. 
526 S. 3rd St., Philadelphia, Pa. 


MANUFACTURERS OF SPATS 
PRESENT 


FIT RITE SPATS 


Felt—Kersey Cloth 
English Box Cloth 
u and Dark 


= and Dark 
wn 

New Oxford Gray— 
Black—White. 


Samples on request 














Br Qr* Po Ger Bri BU bev ja 


BOND STREET 
me Spats 


Best known, most de- 
manded line, Styled in 
England and made in a 
full range of sizes and 
correct colors. Backed by 
powerful radio advertising 
over a Columbia Broad- 
casting System network— 
Supported by strong mer- 
chandising helps, attrac- 
Immediate delivery from s' 





tive packages, etc, 
Write for samples. 


E WILLIAMS MFG. COMPANY 
bi Portsmouth, Ohio, U. S. A. 








Answers to “TEST YOUR SHOE 
KNOWLEDGE” Questions 
on Page 16. 








1. A turn shoe never has an insole. 


2. Vegetable tannage is effected by 
ingredients drawn from the vege- 
table kingdom, such as extract of 
oak and hemlock bark, quebracho, 
etc.; chrome tannage by ingredients 
from the mineral kingdom, such as 
chromic acid. Chrome tanning is 
accomplished faster than vegetable. 

. Certain fixed costs of doing busi- 
ness, regardless of fluctuation in 
volume done—such as rent, salaries, 
light, heat, power, taxes, etc. 

. In making a balance sheet the in- 
ventory item should be taken on the 
basis of cost or market value, 
whichever is lower. 

. Place where the upper parts of the 
shoes are stitched together. 


Ww 


+ 


Vl 








Birthday Parties Draw Kiddies 


San ANTONIO—Something cntirely 
different in the way of attracting little 
folks to a shoe store is being success- 
fully used by the Guarantee Shoe Co., 
exclusive shoe store of San Antonio. 

Children under 12 years are invited 
to register at the store, giving name, 
address and date of birth. Then on the 
last Friday of each month, those whose 
birthdays fall in the month are in- 
vited to a big birthday party held at 
the Guarantee Shoe Store. 

The first of this series of parties was 
held on Sept. 25 and was attended by 
250 youngsters. To afford accommo- 
dation for this event, the women’s sec- 
tion was converted into a miniature 
theater at the rear of the store. On 
this stage the little guests were enter- 
tained with dancing numbers by stu- 
dents of a local prominent studio of 
dancing. These highly proficient lit- 
tle performers were received with gen- 
erous applause and much enthusiastic 
comment. 

Each little guest was likewise served 
with ice cream and given a small birth- 
day cake. 

E. M. French, manager of the Guar- 
antee Shoe Co.’s Kiddies Shop, is busy 
with plans for the next party, which 
will be held again on the last Friday 
of the month, and will have as its 
guests those kiddies whose birthdays 
fall within the particular month. Great 
satisfaction has been expressed upon 
the success of these monthly parties, 
and it is planned to continue them 
as regular month-end features. Mr. 
French expressed himself as believing 
that, in addition to getting the kiddies 
trade, that mothers would likewise be 
induced: to buy their own shoes at the 
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Adds Extra Style Punch 





New Welting 


BrocKTON—Sometimes it takes only 
a small touch to lift a shoe out of the 
commonplace and give it the element 
of novelty and appeal that sells extra 
pairs. 

This is amply illustrated in a shoe 
made with the new Barbour Welting 
Company’s wheeled welt No. 6, which 
has created much comment among 
stylists and designers who have viewed 
the same the past two weeks. 

In the usual styles of men’s shoes, 
when fudge stitching and a wheeled 
welt are specified, rarely can anything 
coarser than ten to the inch be ob- 
tained, and the wheeling is of course 
only pressed or indented. 

In the new wheeled welt No. 6, the 
welt is actually cut away in deep, 
pointed serrations and the six-to-the- 
inch pattern lends itself particularly to 
heavy, double sole, Scotch grain, full- 
brogued patterns. This welting is es- 
pecially adapted for young men’s shoes. 





Measure Effects of Cooperative Sale 


BuFFALo, N. Y.—Members of the 
Buffalo Retail Shoe Dealers’ Associa- 
tion have received a questionnaire from 
Samuel B. Botsford, executive vice- 
president of the Chamber of Commerce, 
asking for a confidential report on the 
results of Buffalo Day, a city-wide co- 
operative’ sales event. 

The aim of the questionnaire is to 
determine whether or not there was 
a sharp slump in retail sales in Sep- 
tember following this bargain day 
event. Included among the questions 
asked by the chamber in its survey of 
retail footwear stores are: 

Did you participate in Buffalo Day? 
Would you participate next year? How 
much display advertising did you use? 
Did you sell more regular or bargain 
merchandise? ‘Did you offer greater 
bargains than in previous sales? 

Totwhat extent did your business in- 
crease on Buffalo Day? If a decrease 
occurred indicate by a minus sign. Did 
sales increase or diminish and in what 
percentage during the week following 
and the month following Buffalo Day? 

The result of this questionnaire will 
be made available to cooperating re- 
tailers to indicate whether or not there 
was any serious slump in sales follow- 
ing this event. Some large footwear 
retailers do not believe that such city- 
wide bargain carnivals are conducive 
to the sale of style and quality mer- 
chandise. 


AND 
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DIRECTORY of TRADE NAMES and BRANDS of SHOES 











MOULTON-BARTLEY LITTLEWAYS 


Smart Shoes for Young Women 
to retail at $5 and $6 





MOULTON-BARTLEY, INC., St. Louis, Mo. 


IN-STOCK 


NOVELTY FOOTWEAR 
FOR WOMEN 


Currently popular styles in stock 
at all times to retail from $3.00 
to $6.00. 


TOBER-SAIFER SHOE co. 

















$2.25 to $4.00 
VITALITY SHOE COMPANY 


Branch of International Shoe Co.—St. Louis, Mo. 



















ST. LOUIS 
oe BOY. s’ SIZES WIDTHS 
news gapeietay S28 >, -ome. 
peeigngein ae ROM CHILDREN’S “ = —_ 
ee MRRP tat, site, rune from MEN’S SHOES 
$5 & $6 p= Ss To Retail at $5 and $6 


UNITED SHOE MANUFACTURING CO. 
ST, LOUIS, MO. 











All Purpose Shoes for 
Men to Retail at $5.00 








Watkrte 





Wich 
All Leather Shoes ye ARCH 
SHOE 
Bi MEN 
Better Shoes for Men, Boys 
and Little Gents THE 
Walkrite Shoes make loyal custom- ont 
FORTY REGIONAL SELLING AGENCIES pee — he aarvien, hey sive 
No matter where you are the sizes you ’ oF FOR MEN 
to complete your stock are available 
to you'almost over night. Walkrite Shee Co. Sinoe 1876 


Office: 189 W. Madison St. 
1003 Security Bldg., Chicago, Ill. 


M. T. SHAW, INCORPORATED 
Coldwater, Mich. 


Made by 
E. T. Wright Co., Inc., Rockland, Mass. 





























FINE JUVENILE WELTS 


LANCASTER SHOE CO., Elizabethtown, Pa. 


THE LAPE & ADLER CO., Columbus, Ohio 














TURNARCH 


(Reg. U. S. Pat, Office) 


H. G. Lumbard 


Sundial Shoes 


FOR 
Men, Women & Children 












Si, By Shoe Co. 
SUPPORT } Auburn, Maine MORSE & ROGERS 
HG. ihieane a 0., AUBURN. MAINE. =— NEW YORK BRANCH 
Boston Office 
S59 Lincoln St. THE MARK OF QUALITY INTERNATIONAL SHOE CO., Inc. 
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WHERE TO BUY 


Cc Aildren’s Footwear 





PATENTED 


ROBA> 
"SHOES 


Finest Quality Children’s Shoes 
Manufactured continuously since 1892 
by 


SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 











ASS 


CHILDRENS 
FOOTWEAR 
r une Builds repeat business 
ee aan Free Sty» Booklet on Request 


[ 6 H.BASS & CO, 18 Main St, WILTON, MAINE | 











nMns. DAY’S IDEAL BABY 
f SHOE CO. 


Soft Soles — Inter- 
mediates. Har 
Soles— infancy to 
four years! 


Danvers, Mass. 








Children’s Fine Goodyear Welt Shoes 


THE GILBERT ee co. 
THIENSVILLE, WIS. 











Le la ea eed 


WHERE TO BUY 
Women’s Slippers 


_sr™ hi eli li eli eil 





Wonderful Value! 
Case Lot Buyers! 
Order a Case— 
Be Convinced 


Ade 


PER PAIR 


Green, Blue, Rese, Black. 
Satin Crepe covered heel. Chrome leather sole. 


eo BOTT UL SLIPPER CO.» INC. 
663 Broadway York City 














Pittsburgh Has Successful Shoe Week 


[CONTINUED FROM PAGE 19] 


“The Pittsburgh woman this Fall 
should wear sport and spectator models, 
with medium heels, and in combinations 
of materials. Suede combinations, frog, 
patent leather and kid will be the chief 
materials, with some novelties. The 
shoes will show the sports influence 
even when they are tailored. 

“Black and brown will predominate, 
with some greens. 

“Pittsburgh merchants do not favor 
what is known as “hot numbers.” All 
their stock is salable over long periods. 

“I window shopped 14 stores here, 
and visited three department stores. In 
Kaufmann’s, Mr. Edgar Kaufmann 
talked on the subject of shoes like a 
veteran. I was very much impressed 
by the budget shops in McCreery’s. The 
shoes in this section went with other 
merchandise, so that a woman would 
not need to leave the budget shops to 
outfit herself completely with both gar- 
ments and shoes. In Joseph Horne’s 
I saw excellent ideas, and a sane pro- 
gram. The merchandise is elegant and 
of a steady, salable type. 

“There is no need for the Pittsburgh 
woman to go to New York for her 
styles, as she can find the best of mer- 
chandise and service here. 

“Shoe Style Week has a great value 
as a means of promoting sales, for it 
creates a shoe consciousness in the 
minds of the women and gives them an 
incentive to buy.” 

Retail shoe dealers in all parts of the 
United States may be interested in 
learning how Pittsburgh’s “Shoe Style 
Week” was staged. Discussed at sev- 
eral meetings of the Pittsburgh Shoe 
Retailers’ Association, plans for the 
style week were taken up and an active 
committee was named to discuss all 
phases of the subject. This committee, 
consisting of representatives of the 
large department stores and some of 
the shoe stores downtown, spent many 
hours planning for the affair. These 
plans were discussed with representa- 
tives of the newspapers, who cooper- 
ated with courtesy, advertisements and 
a generous space in the columns of the 
Pittsburgh Sun-Telegraph and _ the 
Pittsburgh Post-Gazette for educational 
news concerning shoes, their color, 
styles, times to wear them and other 
matters which attracted many readers. 

The shoe men did their part, by pro- 
viding more than 500 column inches of 
advertising on the first two days of 
“Shoe Style Week” alone, with other 
advertising to follow the remainder of 
the week and regular advertising to ap- 
pear in the newspapers at intervals 
throughout the coming Winter season. 
The newspapers, at their own expense, 
gave more than 150 column inches of 
reading material, in addition to some 
quite large illustrations, showing dif- 
ferent type shoes, how they are worn to 
best advantage and brief articles on 
leathers and kindred subjects. 

Individually, proprietors and man- 
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agers of the shoe stores and depart- 
ment store representatives had special 
window displays, each bearing a dig- 
nified but attractive poster announc- 
ing “Shoe Style Week.” These’ win- 
dows were decorated in keeping with 
the season. Some bore printed mate- 
rial explaining why certain kinds and 
colors of shoes should be worn with 
certain fabrics. 

The pep meeting and dinner dance 
was the largest group affair held in 
connection with “Shoe Style Week.” A. 
K. “Rosey” Rowswell, after-dinner 
speaker and radio artist, who talks fast 
and distinctly at the rate of 328 words 
per minute, was toastmaster. Chris- 
tian Ludebuehl, one of the oldest shoe 
dealers in the East Liberty district, 
gave the invocation and the opening 
talk was given by Harry W. Ritter, 
president of the Pittsburgh Shoe Re- 
tailers’ Association. The principal ad- 
dress on styles was given by Madame 
Jeffries. Entertainment features con- 
sisted of specialty dancing, songs and 
monologues by Betty Niles, Bobby 
Cook, C. H. Mardis and Don M. Lon- 
ing, from “The Showboat” and music 
was provided by Joey Schaffler and his 
orchestra. Mardis sang a parody on 
“I Don’t Know Why I Love You, But 
I Do,” on troubles of a shoe clerk in 
a day’s work. Mardis is an employee 
of the Parisian Bootery. 

Members of the active committee 
which planned “Shoe Style Week” and 
the pep dinner dance were: R. Bruce 
Murphy, Stetson Shoe Shops, general 
chairman; O. S. Kitchen, Joseph Horne 
Company; Norman Marcus’ Ros- 
enbaum Company; G. C. Murphy, 
McCreery & Company; Sam Levine, 
Parisian Bootery; A. L. Nash, Pitts- 
burgh Post-Gazette; Charles Schauer, 
Boggs & Buhl; J. A. Robinson, C. A. 
Verner Company; Bob Noffsinger, 
Physical Culture Shoe Shop and Bert 
Morrison of Ritter & Morrison. 


New Pittsburgh Suburban Shop 


PITTSBURGH—The Family Shoe Store 
has been opened at the corner of 
Brownsville Road and Charles Street, 
Mount Oliver, a suburb of Pittsburgh. 
The owner and manager is Joseph Ro- 
senthal. The new store succeeds the 
Economy Shoe Store, which was lo- 
cated on the same site for the past two 
years. Mr. Rosenthal was formerly en- 
gaged in the retail shoe trade in the 
Oakland district of Pittsburgh. 

The event was also featured by full- 
page newspaper advertising announc- 
ing new fall trends in footwear and 
announcing the unveiling of the ten 
windows devoted exclusively to “Shoe 
Week.” Sales were greatly stimulated 
by the promotion and, occurring just 
before the opening of the school and 
active social season, proved greatly 
advantageous. 
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CONFIDENCE 


@ You can have confidence in shoe laces 
backed by 66 years of lace making expesi- 


ence—because of the reputation behind them. 


Mi Experience plus modern manufacturing 
equipment and methods mean uniform, 


high quality laces at the lowest prices possible. 


HM We can supply you with a quality of 


Tips may be either fab- —_ lace suitable for every grade of shoe. 


ric, metal or celluloid. 
We recommend the re- 
cently perfected. 


JOSCO FABRIC TIP 


—a small, neat tip that 
will enter any eyelet with 
ease. It has no shoulder 
to catch, scratch or tear 
and is absolutely water- 
proof. 


SHOE LACE COMPANY, LTD. 


(Successor to Joslin Mfg. Co., Established 1865) 


PROVIDENCE, R. I. 


SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 


Boot AND SHOB RECORDER 
combining THE SHOE RETAILER, Oct. 24, 1931 69 














WHERE TO BUY 


Vamp Easers 


Vamp f:zers 


Relieve press 
\ ie 
10; \ HERE 


A PAIR 





Vamp Ezers are curved strips of soft felt with 
serrated edges, gummed, ready to attach in- 
stantly. Relieve pressure from underside of 
vamp at edge. 2 Dozen pairs, in individual 
attractive packages, on one display card, $1.60 


Address The Pats Co., Danbury, Conn. 
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WHERE TO BUY 


Dancing Sandals 


OF 6 FSF PhP SO 6 PS PP OO 





















% KENDALL’S  SaNGiNG ok 
For Aesthetic 
Dancing 
IN STOCK 


BLACK WHITE 

GREY FAUN 

BLUE GREEN 
RED 


Price $.75 


WHOLE 
SIZES 
ONLY 


Sizes 6 childs’ 
to 10 women’s 
ond, ft wand 











% KENDALL SHOE COMPANY y 
——_HAVERHILL, MASS. 


i a li ll ll al 


WHERE TO BUY 
Fine Sport Shoes 





idle 








SAN LINE SPORTIEST OF 
SPORT om BB 


“A Mile Away You Know Them” 


Oe 


SAN JEAN 
K 


Falls colorful sport woolens call 
for this shoe with its hand whip- 
ping of saddle and tip. 
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and various cotton striped materials. 

Many black dresses in heavy ribbed 
silks, striped in satin, are being made 
along tailored lines and are worn with 
a brilliant belt of the sun color fam- 
ily. This is a radical departure from 
the usual manner of assembling the 
costume, and we feel that before: the 
season is over the brilliant belt will be 
worn for sports. Hence another rea- 
son for the colorful shoe. 

The evening mode has been forecast 
as skeleton shoes and sandal types. 
Pipings and custom treatments will be 
pronounced. New heel contours are 
promised. Special attention was called 
to the importance of building these 
shoes on sandal lasts, which take care 
of toe room and toe spring. A new 
thought is the black and dark taupe 
colored linings used in evening shoes 
either in pastels or colors, because of 
the darker stocking and to accentuate 
the natural tread of the shoe. Pastels 
and brilliant colors and the combina- 
tion of black and brocades and black 
with silver and gold pipings will be 
prominent. 

There are three high style colors 
wich are very limited in application 
and should be used with great discre- 
tion—Sun Rust, Platine and Faun 
Brown. These are individual colors 
for the custom maker who concentrates 
on special orders and shoes for special 
costumes. Sun Rust has been men- 
tioned as a leather to be used in com- 
binations for spectator sports or town 
shoes. This color, however, is diffi- 
cult at best, and caution should be used 
in its application. Platine, a clear 
gray, will appear in high style foot- 
wear early in the season, and may be 
used in volume in sailor tie effects. It 
is doomed, we fear, to experience the 
fate of all grays in the past, and its ex- 
ploitation should be limited to the ear- 
lier part of the season. Faun Brown, 
of a mousy tone, is a new color, and 
will have its general run; but in these 
times when the buying of a line of shoes 
is a serious and perilous procedure, it 
would seem to be good judgment to 
concentrate on a warmer brown for in- 
stock and retail merchandise. 

First in the fashion picture is black, 
which will sell freely in all types of 
shoes. Close to black will be brown, a 
little lighter than the rich Prado of 
the winter, but a brown with a copper 
and golden overtone. The brown shoe 
of this tone will blend with every type 
of costume except black. It agrees with 
all the sun colors and with white; and 
although of not quite the same shade 
as cloth may be, it harmonizes with 
the family of browns. In checking over 
the brown colors in silks which are to 
be used in combination with white and 
sun colors, these medium browns tie in 
the costume. 

Blue is anticipated as an important 
volume item in spring clothing. Cau- 





OATALOGUB ON BEQUEST 





tion should be used, however, by the 
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What the Conference Revealed 


[CONTINUED FROM PAGE 25] 


. manufacturer to keep within the Ad- 
miralty blue family for his shoes, as 
these will blend with the brighter gar- 
ment tones of blue. Again, blond and 
pale beige furs will be used on full, 
rich-colored coats, such as the rosy 
reds, greens and blues, and the me- 
dium brown shoe is the complement of 
these colors. The waning interest in 
beige, and the carry-over of beige 
stocks from last year, lessens the im- 
portance of the beige shoe in high 
fashion. But it is thought by some vol- 
ume operators that novelty leathers in 
beige tones will have a certain amount 
of acceptance. 

Discussion of patent leather and rep- 
tiles, in all over and trimmed patterns, 
brought out the fact that snake and 
lizard were bought freely at the leather 
display; and it is anticipated that pat- 
ent will be shown in volume sandals 
and tailored pumps. 

Suede leathers will find their place 
among the high fashion sandals. Here 
the importance of pipings of kid in 
gold, silver and contrasting colors must 
be considered. 

In the realm of fabrics we may ex- 
pect white to outsell the so-called nat- 
ural or unbleached tones. Colored fab- 
rics in floral patterns will appear in all 
grades of shoes. Ventilated shoes cre- 
ated much interest. The use of eye- 
lets with leather footwear and the 
promise of novelty weaves in fabrics in- 
dicated the importance of the open and 
airy ventilated shoe for the summer 
months. 


Uniformity in Wood Heels 


Since wood heels have come into 
such general use, the importance of 
uniformity in heel seat patterns is 
more necessary than ever, for with a 
variety of patterns that do not cen- 
ter, and endless variety of wood heel 
shapes, the factory superintendent’s 
life is not a rosy one. 

Realizing the importance of some 
definite action toward elimination of 
some of this economic waste, and con- 
centrating on the best average, and 
with the perfection of machinery which 
turns with mechanical accuracy, the 
USMC heel blocks are now carried in 
stock in Boston to enable the manu- 
facturer who covers his own heels to 
be sure of uniformity in duplication 
and to obviate the necessity of carry- 
ing a large stock of blocks, with the 
risk of their going out of style. 

The uniformity of the product, as 
against that made with many hand op- 
erations formerly, assure the user that 
every order will be identical in detail 
with every other order, and prompt de- 
livery aids in keeping his factory prod- 
uct on an even schedule. 
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Daily Rates Reduced 
= $2.50 per day without bath. 
$3.00 per day with bath. 

$4.00 per day double, with bath. 












wis PUR ARR EEN, 


ye of the famous swimming pool- 


ALTON 


at 4Q* and Lexington NEW YORK 


Has all the comforts 
of a private club. 
The most enjoyable 
hotel atmosphere 
in New York. 














ie 
| LAWRENCE LEATHERS 











A Cc Law RENCE LEATHER Co. 


BOSTON: PEABODY: NEW YORK: CHICAGO «ST LOUIS 
CINCINNATI: PHILADELPHIA> GLOVERSVILLE 








“4 Few Short Blocks from Exhibit Headquarters” 
THE NEW 


FORREST 


HOTEL 
WEST 49th ST., JUST OFF BROADWAY 
Around the Corner from 50 Theatres 


300 nome. EACH WITH PRIVATE BATH, _ 
IRCULATING ICE WATER AND RAD 


suITES ACCOMMODATING UP 
sB 5° 4 PERSONS FROM +350 
SINGLE $7. 4 TO $10.00 PER DAY DOUBLE 
BEFORE OR AFTER ATTENDING THE DAILY EXHIBIT 


AS WELL AS BEFORE THE THEATRE, DINE IN THE 
MIRROR ROOM 


CLUB BREAKFAST 25c LUNCHEON 65c DINNER $1.00 
WRITE OR WIRE FOR RESERVATIONS TO INSURE 
CHOICE ACCOMMODATIONS 
JAMES A. FLOOD 



























MANAGER 
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GRO-CORD 


Scores Again 


With Sport 
Golf Sole 


















Kicker Block Heel 
And Famous Kicker Toe Sole 
Combined in New Sport Design 














Bveey shoe man knows the 
Gro-Cord Kicker Toe Sport Golf Sole with 
upright cord construction right to edge of toe. 
Now you can have the same construction in a 
sport design Kicker Block Heel—matching 
Kicker Toe Sole. 


When ordering specify color edge desired— 
black, chocolate, brick red, French Nude or 
gray. Tap area of sole and heel in light color 
corded crepe—won’t mark floors. A striking, 
pleasing contrast with border colors. Accom- 
modates narrow shank last. 


Trade authorities pronounce Gro-Cord 
Kicker Block Heel an outstanding’ achieve- 
ment. Be the first in your city to show it— 
and sell it. Write today for sample. 


The Boy Scouts of America have officially 
adopted Gro-Cords. Safety Engineers in many 
industries encourage workers to wear them. 


THE LIMA CORD SOLE & HEEL CO. 


Dept. 10-A:: Lima, Ohio. 


Fally Protected By Patents 


I OP ey FE 2 


AB BCE RY 


SOLES AND HEELS 




























WHERE TO BUY 
Ballet Slippers 





Men’s Hand Turned Slippers 
ROMEOS EVERITS OPERAS 
ALL LEATHERS $2.00 TO $2.50 
GOLDEN BROWN KID — IN STOCK 


ROTH SHOE COMPANY 
MANUFACTURERS 
50 N. FOURTH ST. PHILADELPHIA 











Capezio ‘‘Quality at a Price’’ Slippers bring 
Profits. The most highly advertised line of 
Dancing Footwear; in constant demand; popu- 
lar priced; Beautifully made. 

om for catalog. Ask about exclusive fran- 
thise, 


Main office & factery 
CHICAGO 
STOCK DEPT.: 


150 No. State 
Street 

LO8 ANGELES 

STOCK DHPT.: 

1633 Rosalia 

Road reta at 50; 

Patent Leather at 4 00. 














* BLACK KID 
RIGHT AND 
LEFT 
BALLET & 
RHYTHM 
SANDALS 
ee 


Send fer catalogue and prices.  tynnfielé, 
Box n 
W. M. KILLOBRAN Mass. 














Soft Toe Ballets 


« Why sell imitations 
when the genuine is the 
same price? 


Buy direct from an estab- 
Mshed 


theatrical shoe firm. 
Give your trade an 


the profession. 

, smok or 

to D’s, 8 child’s to 8 
$14.75 doz. Don’t 

with soled 
substitutes. Write now for 


sample. 
Advance Theatrical Shoe Co. 
Dent. 510. 159 N. State St., Chicago 
West Coast Office: 6362 Hollywood Bivd., Los Angeles 





BALLET SLIPPERS—IN STOCK 
of the unusual .kind 
Style B102 Bik. Kid Hand 
Turn, Soft Toe 
6-11 11%-2 2%-8 
$1.30 $1.3 $1.40 
® Also rights and lefts in 
stock 
SCHWARTZ & HERDER, Inc. 
Speoleliets in Ballet Manufacture 
241 N. lith Street, Philadelphia, Pa. 








In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 











Planning for Profit by Experience 
[CONTINUED FROM PAGE 38] 


as large corporations that maintain 
their own general offices and employ 
capable outside accountants. 

The working-paper section also af- 
fords him a keener insight to his daily 
business, as it shows him every item 
of expense as it comes about. He sees 
daily how much his advertising costs 
amount to as well as what his shipping, 
stationery, postage, display, freight and 
other expense items, and he also sees 
his costs of payroll and commissions, 
whether daily or weekly, as they are 
disbursed. 

By making monthly totals of all of 
the expenses listed he carried them 
forward to the main section and by 
adding and deducting as indicated he 
derived the actual net profit or net loss 
for the month. For further daily com- 
parisons the Working Papers proved 
indispensable, as they furnished Mr. 
Jones with every income and expense 
of his business. The first, or main sec- 
tion, affords him a monthly comparison, 
but the second section broke this down 
into daily figures. The only thing that 
Mr. Jones has not enumerated in reg- 
ular column form is the weather, for 
reason that he has a better habit—of 
cutting the daily weather report from 
his newspaper and pasting it into his 
advertising scrapbook. In this way he 
can easily see how the weather af- 
fected his sales, but by referring to the 
working papers, he could also see how 
advertising and all other expenses af- 
fected sales. 

“The purpose of business is profit,” 
and no retailer has to think very hard 
before agreeing to this. If that is the 
case, he should not fail to recognize 
that his further profits lie in properly 
planning his future income and ex- 
penses by intelligent study of what he 
previously accomplished in the corre- 
sponding period. 


“Half Price Sale” Succeeds 


BuFFALo, N. Y.—More than 4000 
pairs of women’s and children’s foot- 
wear was sold by Adam, Meldrum & 
Anderson Co. during the seven days of 
its annual “Half Price Sale,” a major 
Fall merchandising event, it was an- 
nounced by Robert B. Adam, president 
of the company. Taking an average 
price of $5 per pair, this sales volume 
was approximately $20,000 in the foot- 
wear department of the store. 

“It was the largest and most suc- 
cessful ‘sale we have ever staged with 
a new sales volume record in almost 
every department of the store,” ex- 
plained Mr. Adam. “I believe the so- 
called depression is due to lost courage. 
It will end when customers realize this 
and begin to circulate the money they 
have hoarded.” 

Mr. Adam also reported that more 
than 40,000 pairs of women’s and chil- 
dren’s hosiery was sold during the 
seven-day sale and also more than 
17,000 pairs of men’s-hosiery. 
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WHERE TO BUY 
Ballet Slippers 


BALLET SLIPPERS 


Wom. Miss 

$1.40 $1.35 

1.25 1.20 

Professonal Ballet Slippers 
Also 

CHICAGO FOOTWEAR 

Chicage, til. 


WHERE TO BUY 


Dancing Shoes and Taps 











=P SHOES 
Block 1 Kid $ 1. 7 5 


No. 9785 
Patent 
Leather 


IN STOCK 
ALL SIZES 





TAPS 
15c. Per Pr. 
3 Sizes 
Large, Medium 
Small 


BROOKS SHOE MFG. CO. 


Swanson and Ritner, Phila., Pa. 























Plan and Promote December Peak 
[CONTINUED FROM PAGE 28] 


cent; October, 9.74 per cent; November, 
9.19 per cent; December, 10.58 per cent. 

Department stores have the big bulge 
during the great spending month of 
December as women are proverbial 
shoppers during that period. Some 
stores like the men’s clothing house of 
Sig. Haas & Sons in Monroe, La., are 
doing a‘very fine job of bringing the 
women in a store that has a distinct 
masculine atmosphere. Isadore Lei- 
breich, Jr., who has managed the shoe 
department here for a number of years, 
attributes the fact that the peak month 
is December to so many of their cus- 
tomers buying house slippers and other 
accessories for gifts at this season. 
“We make it our business,” he says, “to 
solicit the business of the women in 
this vicinity at this time. We also find 
that most of the college boys are home 
for the holidays and they usually stock 
up before returning to school.” 

There are very few shoe stores that 
do the promotion jog during the De- 
cember selling season like that being 
regularly done by the Krupp & Tuffly 
organization in Houston. Not just slip- 
pers and hosiery alone, but a well 
thought plan that is all inclusive in its 
scope, is presented to the buying pub- 
lic. Store publicity, windows, interiors, 
regular newspaper advertising and spe- 
cial house organs are all keyed to the 





business of making more sales. 
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A NEWLY perfected spread- 


ing device and rod with square 
threads of large pitch insure easy . 
and accurate action. Blocks are 
of fully seasoned rock maple, 
and are shaped and finished as 
carefully as a last .. . Corn and 
bunion plates supplied with 
every stretcher. 

Every retail shoe store should also be 

equipped with the GMC Instep Stretch- 

ets, GMC Toe Raisers, and the Climax 

Shoe Stretchers for women’s high heel 


shoes. We also supply the well-known 
Repco Shoe Stretchers. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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“SHOW CARDS THAT 








Ted Orr, of the Potter Shoe Co., Cincinnati, said recently: 
“Signs in the windows are even more important than space in 
the newspapers, for there is the public looking at the actual mer- 
chandise, with no one to tell them a thing unless there are cards 
to tell the story.” —— 





Three recent comments from our card service members: 
“The August set is very nicely done, and am well pleased 
with the whole service.” 

“First of all we want to compliment you on our cards. They 
are an asset to the looks of any window, and the wording is 
up to date and effective.” 

“We are absolutely sold on ‘Recorder Selling Messages’ as 
the livest show card service to be had today for the money.” 





The shoes you buy .'. . and don’t'sell . . . are the real expensive 
shoes. Chain stores have well planned trims with attractive 
display cards and tickets. 
Your windows are the best of all so-called consumer advertising, 
if your cards are there to say for you what you would like to say 
in person to the window-shopper about your store service. 
Each month’s set of cards is colorful, artistic, with die-cut top, 
with hand-lettered selling messages, making it comparatively a 
simple matter to make the window trim fairly alive with your 
hearty invitation to come inside. 
Recorder Show Cards double the value of your window dis- 
plays! 

Complete Service Sent on Request for Inspection and Trial. 


©) 








For October 


Old Ivory background; illustra- 
tion in orange, bright green, 
and black; text in black. 


7x12 card 
OCTOBER CARDS 
Complete Texts 
sent on request: 
4 cards—Women’s Shoes 
3 cards—Men’s Shoes 
1 card—Children’s Shoes 
Hosiery 
5 cards—On Store Service, 
Fitting, Quality, etc. 
cards—60c 


wih 


out text—35c each. 


each 
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Attractive, 
Colorful - 
Hand-Lettered 
Price Tickets 
In all denominations 
and blanks 


D—Modernistic 3-Way, two- 
tone, Purple with gold 
or red with black 
edge, on white, 
6 dozen, $1.50 
12 dozen, $2.50 


All other price tickets illus- 
trated are in two or more 
colors, except ‘‘H,’’ which 
is plain buff. 


6 dozen, 32:85 
12 dozen, $1.50 


J—Adjustable clips for price 
tickets. 
% gross 75 
1 gross 00 
K—Shoe Carton Tickets 
2158 per 500 
2.50 per 1000 


MANY OTHER 
PRICE TICKETS 
IN STOCK 


ALSO: Profit Charts Daily 
Stock Record, and Financial 
Record Systems. Ask for 
Samples. 


Check with Order— 
Please 


For odd price ticket denom- 
inations not in stock and 
hand lettered, 15¢ per dozen 
additional. 
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PULL SHOPPERS IN” 





Annual Display Card 
Service includes; 
“Store Window Bulletin,” supplies 


merchandising and display sugges- 
tions each month. 


Special Cards, with wording as 
wanted. 

Exchange of Cards: Annual card ser- 
vice subscribers may exchange any 
| ecards received for others of the cur- 
rent month whose texts better cover 
their merchandising program. 


’ Price Tickets: Blank tickets match- 
ing the current month’s cards, sup- 
plied free; neat tickets with prices as 
wanted, but which do not match the 
show cards, also supplied annual 
card subscribers free; tickets with 
prices as wanted which match the 
cards are 50c per 100 additi®nal. 
Exclusive Franchise is given with an- 
nual card service to one merchant in 
an average size town, suburb or city 
shopping center. 





Select the 





Monthly 





Service You Wish— 


i Then Mail Coupon 
12 hand designed cards each month, each 


Checks from foreign subscribers must be drawn 
on United States banks, or include exchange. 





e Tar 


YOUR CHOICE OF HOLDERS 

Gold and Black frame and § Oval base—burnished gold— 
base—3 color festoon 3 color trim 

Either holder harmonizes with the finest of window display 

fixtures. 


COUPON 


BOOT AND SHOE RECORDER 
Republic Bldg., Chicago, Ill. 
Please enter our order for the Recorder “Selling 








Messages” card service No. for one year, 
Service with different sales messages, die-cut tops, pogo conie oh wan and ‘. 
> ae agee P : art olders, with the first month’s service, be- 
i reel — artistic, = 9 by 12 inches; = sienna with cards for pa ag for which we =“ 
fe 100 price tickets to harmonize wi pay per year, payable per month. 
5.00 service cards each month (or with prices im- For cash in advance full year’s service, 5% discount. 
$ . printed, selection of prices as wanted, 50c. (If for Fe unforeseen a be wish to discontinue 
sig service ore expiration of order, we agree to pay 
Monthly per month additional). Also 6 card holders $1.00 per month additional lee tosh month's | cerd 
i month’s service service delivered and agree to return card holders. 
wits Got ni We sell Men’s, Women’s, Children’s shoes and hosiery. 
Service 8 No. 3 6 (Cross out lines not carried.) 
— 100 blank price tickets $3.00 50 blank price tickets Printed Price Tickets:— 
#4. 4 card holders Monthly 2 card holders aoe. s — to 


Merchants Service Dept. 52558 olin Bie SI Re 
BOOT AND SHOE RECORDER os es Fiwaise dew sd cave bees ree 
Republic Bldg., Chicago, Til. WE hos Sdn oe sk CER R ee eee eeeereecedeeee 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
MEET . 


v . .-« 























SALESMEN WANTED 


LINE WANTED 





IDE LINE INFANTS’ PREWELTS 

AVAILABLE for men with established trade. 
Stock proposition, Liberal commission. Old 
established house. Address C-592, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





SALESMAN, Side line, commission basis, 
Calling on general merchandise and shoe 
stores, house slippers and stitch down shoes. 
Address C-664, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





SALESMAN: Prominent manufacturer of 
house slippers, both soft and hard soles, has 
the following states open for representation— 
Ariz., Colo., Del., D. C., Fla., Ga., Idaho, Ind., 
Mont., Nev., N. D., S. D., Utah, Wyo. 
Strictly commission basis, weekly settlements. 
Reply giving full particulars and references in 
first letter. VINCENT HORWITZ CO., INC., 
64 West 23rd Street, New York City. 





SOUTHERN SALESMAN WANTED — We 
can use a good salesman in the South and 
Southwestern territory to carry our line of 
women’s turned shoes to retail from $4.00 to 
$5.00; especially good values. Write us giving 
full details. Address C-663, care Boot & Shoe 
a ole 239 West 39th Street, New York, 





IDE LINE SALESMEN. High grade line 

of boy’s welts, retailing at $3.00. In stock. 
Northern New York, New England, Ohio, West 
Virginia, Virginia, North and South Carolina, 
and all states west of the Mississippi open for 
live wire salesmen. Address C-659, care Boot 
& Shoe Recorder. 239 West 39th Street, New 
York, NW. ¥. 





CANADIAN REPRESENTATIVE 





LARGE American shoe manufacturer wants 

capable Canadian representative. Give all 
particulars in first letter. Address C-650, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


ALESMAN permanent California office inter- 

ested in lines for Jobbing or Department 
store trade. Address C-655, care Boot & Shoe 
+ ia 239 West 39th Street, New York, 
NY. 





MANUFACTURERS! 
ANUFACTURER’S AGENT wants Find- 
ing items to sell Jobbers and Retail Shoe 

Stores in Western Pennsylvania on a liberal 
commission basis. Address A. M. NEWELL. 
54 Courtney Street, Emsworth, Pa. 





SALESMAN with large established business 
in Virginia, North and South Carolina open 
r line. Address C-657, care Boot & Shoe 
ecorder, 239 West 39th Street, New York, 
ie 





STABLISHED REPRESENTATIVE in the 

Middle West territory would like to add a 
few lines. Would be interested in a good line 
of blackings, stains, etc. Address C-660, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





ALESMAN possessing strong following 
throughout New York and New Jersey now 
open for competitive line men’s dress shoes in 
the popular to medium resale range. Excellent 
credentials assured. Address, MARK LEB- 
WORTH, 667 East 164th St., New York, N. Y. 








BUSINESS OPPORTUNITY — 





U NUSUAL LIVE WIRE, old established 
shoe store, Michigan city, with wonderful 
location, windows and outstanding sales record 
wants men’s and women’s novelty and arch 
shoes on weekly settlement basis. Bank refer- 
ences. Address C-662, care Boot & Shoe 
ne 239 West 39th Street, New York, 





FOR SALE. 





MANAGER WANTED 





WANTED live, capable, manager for family 

shoe store, also for shoe department. State 
experience, reference and salary expected. Ad- 
dress C-661, care Boot & Shoe Recorder, 209 
South State Street, Chicago, Illinois. 





SHOE STORE—Large, modern equipped store, 
near New York, doing nice business, low 
rental, heat supplied. Sacrifice to responsible 
party, needs owners management. Will sell 
with or without stock, no reasonable offer 
refused. Address C-658, Care Boot & Shoe 
sl 239 West 39th Street, New York, 


POSITION WANTED 





TORE MANAGER and orthopedic man de- 

sires position. Fifteen years’ experience. 
Can furnish best of reference as to experience 
in constructive work and character. Address 
C-652, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





S EVERAL YEARS EXPERIENCE as practi- 
pedist and shoeman. Desires position in 
reliable firm. Will go anywhere. RY 
ADLER, 487 Shepard Avenue, Brooklyn, N. Y. 





SHOE SALESMAN—Experienced retail shoes 
desires position in or around Pittsburgh. 
Call Grant 8717-J-AL. 








MERCHANTS’ NEEDS 











New Improved 
uy Cup 
for Price Tickets 


TILTS AT ANY ANGLE 
atlafsotion ‘pua 
M. D. POLLINGER 
218 Holland Blde.. St. 5 










Day and Night 
LETTERED 
VALANCES 
Free Samples 
and Designs 

CAMDEN 
ARTCRAFT CO. 
160 N. Wells 
CHICAGO 











Everything for Your Windows 
Futuristic Displays and 
Backgrounds 
Artificial Flowers, Vases, Window Fixtures, 
Paintings, Settings, Scenes, Velour Papers, 
- » Ribbon Borders, Decorative Papers, 
pe " vg itag =) bay creping ate- 
, Grass \ ‘aney Booklet. 
Price Tickets. sed ai 


DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 

















CLASSIFIED ADVERTISING 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
# Advertisements for this page must be in our New York office on Friday of the week preceding publication. @8 


RATES 
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BUSINESS OPPORTUNITY 


WANTED TO PURCHASE HOTELS 














YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn bi 
income in service fees. A new system 0 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 


POSTER @ DEUTSCH 
436 Grand St., New York City 
Phone Dry Dock 4-0352 


— BUY FOR CASH — 


Hotel 




















Pbon Write Call 
All "nett strictly confidential. 
I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 2-5922 Est. 1880 








q HIGHEST CASH "PRICES 
; PAID , 


for shee stocks, slow sellers, ete. Short time § 
losses taken eae — confidential. 
s 


7 MAX GLAUBERG . 
327 Church St., New York City 
, Phone: Canal :6-2632 


PuVVuVVCVTVTVC?TT?T. o _ 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 











Field Announces New Line 
CCHICAGO—Marshall Field & Co. an- 





The location of the Winthrop com- 
bines residential luzury and transit 
convenience... All rooms are out- 
side and large, light and airy . 

Ample closet space, serving pancry, 
sink, and electric refrigerator with 
each suite . . . Main private 


dining rooms. 


Single rooms with bath from $4 
single, $5 double. 























entire or surplus stocks of rs! the Loe | you - og > to. Mt. 
required or goods to s 
SHOES—DEPT. STORES Y WINTHROP or soliciting. Established 1894. Address 
Leases assumed Transactions confidential Ay Stephenson Laboratory, 21 Back Bay, 
‘ V4 HARRY BURNETT, MgnDin Boston. Mass. 
Vy 47% STREET 
We will pay the best price for l) anD 
your surplus or entire stocks of shoes, 1 LEXINGTON AVE. 
— age or department new YORK 
— MERCHANTS’ NEEDS 








Manufacturers 
\\ Here's a service 
you cannot afford . 
to do without. 
Woaite us for detail- 
ed information. 

















re En Sng Co. 
S88 “Act Studios: wseaxsss 











nounces that, starting Oct. 16, they will 
be the exclusive distributors of Pea- 
cock Shoes in Chicago. The booklet 
carrying this announcement is most 
striking in appearance. It consists of 
eight pages with a shiny black cover 
on which appear the words “Field Pea- 
cock Shoes,” printed in aluminum ink. 
On six of the pages twelve styles are 
illustrated in black and white silhou- 
ette. Appropriate descriptions accom- 
pany each illustration. 

The first page is devoted to announc- 
ing “Field Peacock Shoes” and the 
last page to general selling copy. The 
general tone of the announcement is 
very dignified, and it will, no doubt, 
prove a highly effective piece of pub- 
licity material. Peacock Shoes were 
formerly sold by the Peacock Shoe 
Store, now liquidated. 





Community Christmas Publicity 


JAMESTOWN, N. Y.—Nov. 27, the day 
following Thanksgiving, has been offi- 
cially designated as the formal open- 
ing of the Christmas shopping season 
by Jamestown footwear retailers who 
are planning a joint showing of holi- 
day merchandise at that time. An un- 
veiling of holiday window displays will 
be held in the evening, when the lighted 
Christmas trees which will be placed 
along the sidewalk in the downtown 
retail shopping area of the city will be 








switched on for the first time. 
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Unique Window Idea 


New YorkK—Stetson Shoe Store win- 
dows are receiving considerable atten- 
tion due to their use of enlarged photo- 
stat hand colored copies of the current 
consumer booklet covers. These copies 
are 30 by 40 inches and form an excel- 
lent background. 

The spreading of several copies of 
the regular sized booklet around the 
window ties up the big copies of 
effectively in the minds of the store’s 
regular customers. To the casual win- 
dow looker, the display is sufficiently 
attractive to stop them. 

The Stetson stores have been send- 
ing out booklets for many years and 
according to the management, the di- 
rect returns this year have been won- 
derfully good. 


Black Suede Selling Well 


KANSAS CITY, Mo.—M. K. Wolfe, 
manager of Baker’s 11th street shop, 
says that black suede pumps are show- 
ing good volume and that oxfords are 
selling quite well, both in kid and alli- 
gator. 

Some of the younger buyers are se- 
lecting plain pumps with cut steel in 
small mesh bows or buckles. These 
trims are sometimes removed for street 
wear and added for wear with evening 
clothes. 
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PRICE TICKETS 


Colorfual—Attractive 
Any Selection of Price Desired 
A New Style of Ticket Each 
Month 
Samples to Select from Sent on 
Request 


{92° 
yy 








Bleck figures, red trim on yellow 6-ply stock. 


Any Assortment You Need: 
24 dosen $4.00 
=" 2.26 
e « 1.26 
36 0.25 
Other Price Tickets: 
(Samples on Request) 
24 dosen 2.50 
zw * e 
@ “ 0.85 
SR, 0.15 
Check with Order—Please 


Merchants Service Dept. 
epubliec Bldg. 
cago, Ill. 











Nisley Trade Mark Case Appealed 


WASHINGTON, D. C.—Refusal of the 
commissioner of patents to register the 
word “Nisley’s” as a trademark for the 
shoes, hosiery and shoe polish made by 
The Nisley Shoe Co. of Springfield, 
Ohio, has resulted in a petition for 
review before the United States Court 
of Customs and Patent Appeals. 

The Springfield company’s appeal has 
been docketed for hearing at the ses- 
sion that opened this month, but it has 
not yet been assigned a hearing date. 

Rejection by the commissioner fol- 
lowed an inquiry which convinced him, 
according to his written opinion, that 
Nisley is a common surname and un- 
less displayed in some distinctive fash- 
ion is not registrable. He held that the 
blocked arrangement of the letters as 
stamped on the goods is not different 
from type generally seen in adver- 
tisements of other companies. 

He reported appearance of the word 
as a surname in the municipal directo- 
ries of Reading, Chicago, Philadelphia, 
Grand Rapids, Indianapolis, Omaha, 
Oakland, Portland, Pittsburgh and To- 
ledo. The name “Nissely” also was 
found in directories, he states. 

Admitting that Nisley is a surname, 
the applicant replies that it is a very 
unusual one and was found in the city 
directory of but one of the following 
large cities: New York, Cleveland, Cin- 
cinnati, Boston, Springfield and Chi- 
cago and the District of Columbia. 
Chicago is the city in which a Nisley 
was located. 

It is claimed that the name has been 
used as a mark to identify the products 
of the Nisley company since 1905. In 
1929, according to the appeal, the ap- 
plicant through its president, opened 
stores in the principal cities of the 
country under the name of “The Nisley 
Company.” However, there was a vio- 
lation of the agreement under which 
these stores were opened, and the use 
of the name thereafter was prohibited, 
but despite this prohibition it has con- 
tinued, it is complained. A suit has 

been instituted to restrain further use 
of the name, and this action is brought 
as a complete safeguard. 





Shoe Man Directs Publicity 


JAMESTOWN, N. Y.—Shoe retailers in 
Jamestown are cooperating with the 
merchants’ division of the Chamber of 
Commerce in planning for Jamestown 
Day, a cooperative city-wide merchan- 
dising event, to be held Oct. 28. This 
event will be somewhat similar to that 
held in Buffalo, Louisville, Hartford, 
Conn., and many other cities of the 
country within the last few months. 

Cyrus D. Wade, footwear retailer, is 
chairman of the publicity committee 
for Jamestown Day. Efforts are being 
made to have interurban and bus lines 
and the railroads run reduced fare ex- 
cursions to the city from various parts 
of southwestern New York so as to 





SIGN OF THE TIMES 








REGAL REDUCES 
And We Shall Continue to Give Our Customers 
the Benefit of Any Reductions in the Cost 
Raw Materials—Lowest Price Since 1917 








A NEW HIGH IN QUALITY 
A NEW LOW IN PRICE 

Sboes and given the Public 
whenever the coat of rew 





One of the striking advertisements in 
which the Regal stores announced their 
new price policy to the public. 





New Store in Seattle 


SEATLLE, WASH.—Stocked with 3500 
pairs of slippers and shoes and a wealth 
of hosiery in the new Fall shades and 
styles, the Jacqueline Slipper Shop was 
opened to feminine Seattle Oct. 10 at 
its handsomely decorated setting at 321 
Pike Street, in the heart of Seattle’s 
main retail district. 

A. Y. Drain is the manager of this 
new shoe store, which carries a most 
complete line of feminine footwear for 
women and misses, and he has ex- 
pressed his joy at being once more in 
Seattle, where he has a following in 
the shoe trade due to his many years 
association with the shoe industry in 
the Northwest, although for the past 
two years he has been managing shoe 
departments of stores in other Pacific 
Coast cities. 

The extensive area of the new shoe 
shop, with its 2000 square feet, has 
been brightened and smartened with 
new interior decorations, in which the 
silver motif of. the day predominates. 

In the ample ‘stock of 3500 pairs of 
women’s and misses’ footwear that re- 
pose on the special shelves of the new 
slipper shop there is also a line of cor- 
rective footwear. The hosiery, besides 
representing the most artistic designs 
of the day, are in twenty-six different 
shades of this Autumn’s new colorings. 





Robert Cohen Makes Change 


WASHINGTON, D. C.—Robert  S. 
Cohen, who has been connected with 
The Arthur Burt Co. at 1343 F Street, 
for ten years and who has been em- 
ployed by The Stetson Shoe Co., 1311 
F Street for the past year, has resigned 
to accept a position in the women’s shoe 
department of The Julius Garfinkile 


Animated Displays Attract 


CHICAGO—Every day for the past two 
weeks, huge crowds have gathered in 
front of Cutler’s Shoe Store on State 
Street. The reason? A most unusual 
and attractive wndow display featur- 
ing evening slippers. 

The entire center section, between 
the two doors, was given over to this 
display, which consisted of a turntable 
about 6 feet in diameter. The table 
was divided into three sections by 
means of vertical panels about 8 feet 
high. The panels also served as back- 
grounds for the displays. 

Two of the three sections were de- 
voted to a display of evening slippers— 
moire, faille, brocaded satin and velvet 
—all of them originally white, but since 
dyed into the most intriguing colors. 
Seemingly the entire gamut of colors 
had been run, from the dainy pastels 
to the vivid reds and brilliant greens, 
the inference being that these slippers 
could be dyed to match any gown. Also, 
although this was perhaps more subtly 
suggested, each gown should have its 
pair of slippers to match. The old bat- 


tle for extra pairings, you know. It 


might be interesting to note that, while 
sandals, T-straps and pumps are shown, 
sandals were by far the most numerous. 

The third section was the most ex- 
pensive and, if the number of men view- 
ing the display is any criterion, unques- 
tionably the most interesting. In this 
section was an attractive young lady, 
a professional model, by the way, who 
was faultlessly attired in a formal eve- 
ning gown. While the entire display 
was slowly revolving, and when her 
section was to the fore, she would move 
about gracefully, lifting her dress a 
trifle so that her audience might see 
how charming the slippers looked on 
her feet. 

The model would remain in the dis- 
play for several minutes long enough 
for a crowd to gather, then she would 
stop the table with the other two sec- 
tions to the front, so that the people 
might have an opportunity to examine 
the slippers more closely while she 
rested. Every few days a different 
model with a differently colored gown 
was used, so as to avoid monotony. 
This incident again proves that ani- 
mated displays do have value. 





To Move Head Offices 


Toronto—After being located down- 
town for the past 48 years, the head 
offices and Toronto branch of Gutta 
Percha & Rubber, Ltd., are being moved 
to their factory in Parkdale. This move 
is being made to bring more closely 
together the administrative, sales and 
production staffs. 

New offices have just been completed 
which will house the complete clerical 
staff under ideal conditions, an abun- 
dance of sunlight and filtered air ven- 
tilation. The entrance to the new gen- 
eral administrative and sales offices 
will be at the head of West Lodge 








attract out-of-town shoppers. 


Co. at 14th and F Streets. 


Avenue. 
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BUSINESS CHANGES. ° 


CALIFORNIA — Los Angeles — Novelty Shoe 
and shoes; inc. authorized capital 
$50, 00. 


ILLINOIS—Chicago—Atkins Bros., Inc. (4363- 
66 Elston Ave.) ; boots, shoes, etc. ; ‘ine. author- 
~_ capital $20,000. 

NDIANA — Elkhart — Chenoweth Shoe Co.; 
ts and shoes; discontinued here. 
pTASSACHUSETTS Boston — Marcus & 
Cohen, Inc.; wholesale boots and shoes; inc. 
authorized capital $25,000. 

Stanford Shoe Co.; ; manufacturers; inc. au- 
thorized capital $100,000. 

Haverhill—Philip’s Shoe Mfg. Co.; filed an 
issue of $35,000 common stock. 

Shawmut Shoe Co., Inc.; manufacturers; inc. 
authorized capital $25, 000. 

NEW JERSEY—Jersey ‘City—Lord Shoe Shops, 
Inc.; boots and shoes; inc. authorized capital 
$125,000. 

Newark—Audreys, Inc. ; boots, shoes, etc.; re- 
cently incorporated. 

Beaux Bootery, Inc.; boots and shoes; inc. 
a eK capital $50,000 


YORK—Astoria—Charm Shoes, Inc.; 
boots and shoes; recently incorporated. 
Brooklyn—Chic Shoe Co.; manufacturers; 


inc. authorized capital $20,000. 

Far Rockaway—aAlbert H. Brower (1004 Cen- 
pe | Ave.) ; boots and shoes; reported selling or 
sold out. 


“New ‘York City—Admiration Shoes, Inc. ; 


boots and shoes; recently incorporated. ; 

Raphael Shoe Co., Inc.; boots and shoes; inc. 
authorized capital $20, 000. 

Reliance Shoe Co., Inc.; manufacturers; re- 
cently incorporated. 

Selwell Shoe Co., Inc. ; boots and shoes; re- 
cently incorpora 

Mike Stella (1233 First Ave.); boots and 
shoes; removed to 6312 39th Ave., Woodside, 
N. 


New York City (Bronx)—Spektor’s Juvenile 
Shoe Shop, Inc.; boots and shoes; recently in- 
corpora’ 

N yack—Nyack Shoe Corp.; boots and shoes; 
recently incorporated. 

Sidney—A. R. aie: boots, shoes, etc.; re- 
ported selling or sold ou 

NORTH C. LINA — Brevard — Economy 
Shoe Store, Inc.; boots and shoes; inc. author- 
ized capital $10,000. 

Durham—Durham Shoe Store, Inc.; boots and 
shoes; inc. authorized capital $30,000. 

Wilson — Belvin & Galloway, Inc.; 
shoes, etc.; inc. authorized capital $10,000. 

OHIO—Cincinnati—Queen City Wood Heel 
Co., Inc.; wood heel manufacturers; reported 
liquidating. 

WISCONSIN—Cedar Grove—Wiswell- Everston 
Shoe Mfg. Co.. Inc.; name changed to Wiswell- 
Treanor Shoe Mfg. Co. 


boots, 








FAILURES, EMBARRASSMENTS, Ete. 


ALABAMA—Birmingham—Max Roseman & 
Son; boots, shoes, etc.; reported petition in 
bankruptcy. 

FLORIDA — Clearwater — Wilder Shoe Co.; 
boots and shoes; reported asking general exten- 
sion. 

ILLINOIS—Chicago—Novelty Shoe Co., Inc. 
(also branches) ; boots and shoes; reported peti- 
- i Boag 8 

r (* ‘Gilbert Shoe Co. ”) (549 E. 47th 
st) rittte :. 55th St.); boots and shoes; re- 
ported assigned. 

Villa Park—E. L. Henneman (“Villa Park 
Toggery”’); boots, shoes, etc.; reported petition 
in bankruptcy. 

LOUISIANA — Lake Charles — Jacobs Store, 
Inc.; boots, shoes, etc.; reported petition in 
bankruptcy. 

MARYLAND—Annapolis—Max Snyder; boots, 
shoes, etc.; reported called meeting of creditors. 

MASSACHUSETTS — Boston — Henry Cohen 
(237 Hanover St.); boots and shoes; reported 
assigned. 

Reading—Albert J. Wright (210 Main St.); 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Salem—Robinson Shoe Co.; wholesale boots 
and shoes; reported called meeting of creditors 
for Oct. 13. 

MICHIGAN—Detroit—Irving Diem (7844 West 
Vernor Highway)’; , shoes, etc.; reported 
petition in bankruptcy. 

Hastings— Edward Potter (‘‘Potter’s Shoe 
Store’’); boots and shoes; reported petition in 
bankruptcy. 

MINNESOTA—Minneapolis—F & S Boot Shop 
(J. I. Fowlkes) (3007 Hennepin Ave.) ; reported 
petition in bankruptcy. 

Roosevelt—Nordquist & Klask; boots, shoes, 
etc. ; reported petition in bankruptcy. 

West Duluth—Mrs. Anna Clark (“Anna 


Clark’s Shoe Store’) ; boots and shoes; reported 
petition in bankruptcy. 

NEW JERSEY—Newark—Nate Peck (70 Mar- 
ket St.) ; boots and shoes; reported called meet- 
ing of creditors for Oct. 8. 

NEW YORK—Brooklyn (also New York City) 
—Fine & Chibnik; boots, shoes, etc.; reported 
petition in bankruptcy. 

Far Rockaway—Louis Adelman (1038 Beach 
20th St.); boots and shoes; reported petition in 
bankruptcy. 

New York City—Max Feller (2052 Second 
Ave.) ; boots and shoes; reported assigned. 

Joseph Stern (1187 Castlehill Ave. ); boots and 
shoes; reported called meeting of creditors. 

o Quoeue (L. I.)—David Spivack (‘‘D. Davies & 

Ee gg shoes, etc.; reported petition in 
= 

NORTH ‘DAKOTA—Wahpeton—H. F. Lieber; 
boots and shoes; reported offering to compro- 
mise at 50 per cent. 


OKLAHOMA — Bristow — L. Silver; boots, 
shoes, etc.; reported assigned. . 

PENNSYLVANIA — Donora — Yale Smith 
(“Boston Store”) (581 McKean Ave.); boots, 


shoes, etc.; reported petition in bankruptcy. 

Numine—Amabile Oddi; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

Philadelphia — Selma Meyers (1713 Snyder 
Ave.); boots, shoes, etc.; reported petition in 
bankruptcy. 

Stanley Shoes, Inc. (247 South St.) (also 
branches) ; boots and shoes; reported petition in 
bankruptcy. 

FP a ag gener pee sg L. Benton ; boots, 

hoes, etc.; reported petition in bankruptcy. 

a VIRGINIA — Lynchburg — C. Calfee 
(Baughan Bros.) (1011 Main St.); boots and 
shoes; reported assigned. 

WISCONSIN—Milwaukee—Morris Zbar (‘‘Star 
Shoe Store’) (3312 West North Ave.); boots 
and shoes; reported petition in bankruptcy. 








NEW SHOE STORES 


Searcy, Ark.—Powell & Co., Main St. 

Newark, N. J.—Audrey’s, Inc. 
a i aes Mich.—Duffin & Durand 
lept.). 

Centerville, lowa—Keller & Easton. 

Yankton, 8S. D.—F. F. Otto (soon). 

Wichita, Kan.—Montgomery Ward & Co. 

New York, N. Y.—Jos. Schwartz Slipper Co., 
1979 Mapes Ave. 

Edgerton, Mo.—J. D. Henderson. 

Fairfield, —— Jack Easto 

Everett, Wash.—J. J. Rochas Co., 2805-7 
Colby Ave. (Feb. i, 

Birmingham, Ala.—Philip Cook, 212 N. 20th St. 

Peru, Ill.—L. A. Collister, 4th St. (soon). 

North Little Rock, Ark.—The Style Shop, 209 
Main St. 

; A pe Ky.—Antioch Shoe Shop. 

Miss.—The Grand Leader, 218 W. 

capitals St. 

oe 617 Syca- 
more St. 
™ifonessen Pa.—Kirby Shoe Co., 555 Donner 
ve. 

nate Pliage yor (soon). 

itowa, inn.—Cloquet Co. 

Hickman, Ky.—Alex. Noffel. 

Smackover, Ark.—C. C. Campbell. 

Soper, Okla.—Sam Potashnick. 

Ciseo, Tex.—I. Moldove (soon). 


(new 


Iowa—J. A. Enzler, 
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Sumner. Ark.—B. Frank (soon) 


rinth, Miss.—Black & White Store, Inc., 
Waldans St. 
Boston, Mass.—City Shoe Co., Inc. 
Columbus, Ohio—Leighton Heel Co., 220 N. 


Ath St. (mfr.). 

Los Angeles, Cal.—Novelty Shoe Co. 

Paterson, N. 7s Leader. 

Columbus, Ohio—J. L. Shaw, 79 S. High St. 

Columbia, S. C.—W. = Grant Co., 1610 Main 
St. (soon). 

Toledo, Ohio—Sears, Roebuck & Co., 1140 Syl- 
vania Ave. 

Chicago, Ill.—Fred’s Shoes, 17 N. Wabash Ave. 

McAllen, Tex.—W. E. Haymann. 

Danbury, Conn.— Jos. H. Daragan, 209 
Main St. 

Nyack, N. Y.—Nyack Shoe Corp. 

y 3 Moines, Iowa—I. Livingston, 311 Wal- 
nu 

New Orleans, La._-The Nu Nut Shoe Co., 
Royal St. 

New York, N. Y.—Admiration Shoes, Inc. 

Neenah, Wis.—The Jandrey Co. 

Durham, N. C.—Durham Shoe Store, Inc. 
* Hendersonville, N. C.—Rosenberg’s Man Shop, 
Inc. 

Greensboro, N. C.—J. N. Allen, Inc. 

Bevard, N. C.—Economy Shoe Store, Inc. 
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Chicago, Ill.—Silverman & Co., 3639-41 Divi- 


sion 
‘“ Antigo, Wis.—Wm. Stein, O’Connor Bidg. 

Gladstone, Mich.—Geo. E. Sinclair, 11 Central 
Ave. (soon). 

Ponta, Tex.—Ed. Nicholson, Jr. 

Sheldon, Wis.—Koschkee & Son. 

Los Angeles, Cal.—M. Payson Everett, 
Wilshire Blvd. 

Cottonwood, Minn.—Ristvodt & Johnson. 

Xenia, Ill.—Cloclasure & Gagan. 

Guymon, Okla.—Guymon Department Store, 
Latham Bldg. 

Trinidad, Colo.—Standard Yoteetins: aia 

Farmington, Utah—W Barlow & 

North Platte, Neb. —C. I. Dolan (soon . 

Vici, Okla.—Verne Cuberly. 

Canton, Ohio—M. H. & G. A. Gluck, 217 N. 
Market St. 

New York, N. Y¥.—Morrow’s Army & Navy 
Store, 325 Bowery. 

ew York, . 

Clinton St. 

Topeka, Kan.—Selig’s Clothing Co., 580 Kan- 
sas Ave. 
: _ Tenn.—H. Wilensky & Son (find- 
ings). 

Memphis, Tenn.—Palmer Shoe Stores, 30 S. 
Main St. (Nov. 1). 

New York, N. Y.—Minnie Walker, Inc. 

Atlantic City, N. J.—Bluebird Footwear, Inc. 

New York, N. Y.—Broadway Army & Navy 
Goods Co., 

Pittsburgh, Pa.—B. W. Klein’s of Pa. 

Jersey City, N. J.—Lord Shoe Shops, Inc. 

Chicago, Ill.—Sears, Roebuck & Co., State, 
Van Buren and Congress (spring). 

Chelsea, Mass.—K. & F. Shoe Mfg. Co., 54 
Auburn St. 

Lancaster, S. C.—John R. Faile & Sons, Inc. 

St. Petersburg, Fla.—J. Leo Brownell, Inc. 

Frostproof, Fla.—J. W. Keen & Son, "Inc. 

West New York, N. J.—Woodcliff Department 
Store, Inc. 

Perth Amboy, N. J.—Deb-ette, Inc. 

Buffalo, N. Y.—B. & B. Co., 577 Main St. 
(new dept.). 

Placentia, Cal.—Pacific Jobbing House, Inc. 

Detroit, Mich The Shoe Service, Inc., 1604 
Union Guardian Bldg. 

Kalamazoo, Mich.—Sears, Roebuck & Co., 
Michigan & Portage (soon). 

Alturas, Cal.—Liberman Rosencrantz Co. 

Rosamond, Cal.—Leal Wasson. 

San Jose, Cal.—99 N. San Pedro St. 

Salem, Ore.—Hamilton Shoe Co., State St. 

Blaine, Wash.—Frank Fish. 

Lacomb, Ore.—W. H. Eagle. 

Everett, Wash.—Costello Bros., Inc 

Vancouver, Wash.—Randall & Stendal, 9th 
and Washington Sts. 

Phoenix, Ariz.—Nelson Shoe Co., 120 N. Ist 

ve. 


(soon). 


3258 


Y.—Betty-Rose Bootery, 90 


1747 Broadway. 
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BOOTS AND SHOES 


Advance Theatrical Shoe Co., Chicago, Ill.. 62 
Aceets, M. N., Shoe Co., South Weymouth, 
14 


Athletic Shoe Co., Chicago, Ill............. 56 
Avenue Shoe Co., St. Louis, Mo............ 37 
Bass, G. H., & Co., Wilton, Me............ 58 
Blog Shoe Co., Inc., New York City....... 62 


Booth, Walter, Shoe Co., Milwaukee, Wis... 12 
Brooks Shoe Mfg. Co., Philadelphia, Pa.... 62 


Back, Philadelphia, Pa........sccccesccses 60 
Burdett Shoe Co., Lynn, Mass............. 54 
Capezio, New York City................... 62 
Chase, W. S., & Sons, Haverhill, Mass..... 52 
Chicago Footwear Co., Chicago, Ill......... 62 


Clapp, Edwin, & Sons, Inc., East Wey- 
EE” > srobeneccohss sec tee cesad 5 


Ebberts, John, Shoe Co., Buffalo, N. Y..... 54 
Enna Jettick Shoes, Inc., Auburn, N. Y.... 33 


Evans, L. B., Son Co., Wakefield, Mass..... 52 
Ford, C. P., & Co., Rochester, N. Y........ 42 
Freeman Shoe Corp., Beloit, Wis........... 6-7 
Gilbert Shoe Co., Thiensville, Wis.......... 58 
Gustin, M., Co., New York City........... 54 
Howitz, Vincent, Co., New York City...... 52 
Hoyt, F. M., Shoe Ce., Manchester, N. H..41, 50 
Ideal Baby Shoe Co., Danvers, Mass........ 58 
Juvenile Shee Corp., Aurora, Mo......... 49 
Kendall Shoe Company; Haverhill, Mass.... 60 
Killoran, W. M., Lynnfield, Mass......... 62 
Musebeck Shoe Co., Danville, Ill............ 5 
Nettleton, A. E., Syracuse, N. Y........... 50 


Nunn, Bush & Weldon Shoe Co., Milwaukee, 
MOU. bos rs dbbe Fac 00040sracdesescetsees 29 


Old Colony Shoe Co., Brockton, Mass...... 50 
Packard, M. A., Brockton, Mass........... 50 
Paramount Shoe Mfg. Co., St. Louis, Mo... 4 
Pedigo-Lake Shoe Co., St. Louis, Mo....... 1 
Restful Slipper Co., New York City....... 58 
Richards & Brennan Co., Randolph, Mass.. 50 
Roth Shoe Co., Philadelphia, Pa........... 62 


Schwartz & Herder, Inc., Philadelphia, Pa.. 62 
Shaft-Pierce Shoe Co., Faribault, Minn.... 58 
Smith, J. P., Shoe Co., Chicago, Ill........ 54 
Stacy-Adams Co., Brockton, Mass....... 50, 55 
Stetson Shoe Co., South Weymouth, Mass.. 39 


LEATHER AND OTHER MATERIALS 
Allied Kid Co., Boston, Mass.............. 9 


oe & Almy Chemical Co., Cambridge, 
Mass Front Cover 























Evans, John R., & Co., Camden, N. J..... 2-3 


“eee Robert H., Inc., Philadelphia, 
Dh: sb nceeepereteede rs RESET ORV aa Tere 


Gallun, A. F., & Sons Corp., Milwaukee, 
MODs. 6'0.0.0:0 sie wown ee 00 6-00-0418 60:9599 5:0 648 34-35 


Goodyear Tire & Rubber Co., Akron, Ohio.10-11 
Sate, an. manner Co., North Quincy, mm 


Bi cg L. tg Leather Co., Haverhill, 
TRIES 5 EES 4th Cover 


Hubschman, E., & Sons, Philadelphia, Pa.. 27 


Lowrones, A. & Leather Co., Peabody, os 


Pes Cord Sole & Heel Co., Lima, Ohio... 61 


Northwestern Leather Co., Trust, Boston, 
WOM, 6 tease rss wecdetsocevenstemees vues 43 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 
Beckwith Mfg. Co., Boston, Mass.......... 72 
— Fred W., Heel Co., Inc., Boston, 
Mas: 45 


Pee-Chee Cleaner Mfg. Co., Cleveland Ohio. 51 


a a Fibre Co., North Rochester, 
3rd Cover 


Tubular Rivet & Stud Co., Boston, Mass... 71 


United Last Co., Boston, Mass...........- 40 
United Shoe Machinery Corp., Boston, 
BO. -b.0:0.n'e 6040009 600d 408 Co bunes anne 8, 


at a Koh-i-noor, Inc., Long Island City, ‘4 


SHOE ACCESSORIES 
Fit Rite Overgaiter Co., Philadelphia, Pa... 5 


Narrow Fabric Co., Reading, Pa........... 53 
Pats Co., The, Danbury, Conn.............. 60 
Shoe Lace Co., Ltd., Providence, R. I...... 59 
Williams Mfg. Co., Portsmouth, Ohio...... 56 


SHOE STORE EQUIPMENT 
Camden Aircraft Co., Chicago, Ill.......... 66 
Dave's Display Decorations, New York City 66 
Pollinger, M. D., Co., Cincinnati, Ohio..... 66 
Shoe Form Co., Auburn, N. Y........... 48, 56 
X-Ray Shoe Fitter, Inc., Milwaukee, Wis... 51 


MISCELLANEOUS 
Glauberg, Max, New York City........... 67 
Hotel Forrest, New York City............. 61 
Hotel Shelton, New York City............ 61 
Hotel Winthrop, New York City........ 48, 67 


Kirsch-Blacher Co., Inc., New York City... 67 
Mandel Engraving Co., Milwaukee, Wis.... 67 
National Shoe Retailers Association, vy 


er er res 2nd Cover 
Poster & Deutsch, New York City......... 67 
Simon, I., Co., New York City............. 67 
Stephenson Laboratory, Boston, Mass...... 67 
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Brown and Black Fall Fad 
[CONTINUED FROM PAGE 21g 


Let’s jump to Southern California. 
M. Kalsman, of Silverwood’s, Los An- 
geles, tells us that college men do wear 
shoes that are different from other 
men’s. “We know that to be an abso- 
lute fact,” he says. “And the styles 
they are now wearing are heavy Scotch 
grains; wing tips as last year and the 
year before; wide extension soles; and 
we here sell hundreds of pairs of rocker 
bottoms. We also have a full double 
soled heel that is selling very well. It 
is a straight tip shoe, however, and will 
never sell alongside of a grain wing tip. 

“Black shoes are going, I would say, 
75 per cent. I am speaking now of the 
college men. The price trend is about 
the same as last year. We do meet 
with price resistance. Off hand, the 
average man in college today will pay 
$8.00 for a pair of shoes in preference 
to a less expensive shoe. Therefore this 
Fall our most popular priced shoe is 
$8.00. 

“You ask what we think the trend 
will be for college men a little later in 
the season. We are having some sam- 
ples made up now in black and white 
and brown and white Scotch grains, 
very heavy shoes, for early Spring. 
If the samples look like what we want, 
we will have them in our stock about 
Feb. 15. We think we will sell heavy 
sports shoes for early Spring wear. 
These shoes will also retail at $8.00.” 

Now, to sample the Southeast. W.G. 
West, of the Florsheim Shoe Stores, 
Birmingham, Ala., says: “At the open- 
ing of the present college season we 
find that the college trade to which 
we cater do wear shoes out of line 
with other men of like age. The par- 
ticular styles that we find will lead 
are medium brogue lasts, leathers of 
Scotch grain, pig skin and Norwegian 
veal. Patterns, plain toe saddle straps, 
wings, straight tips, and moccasins. 
The college man likes the more sturdy 
types of shoes with plenty of snap and 
rugged effect.” 

With reference to anything new in 
shoes for the college man, he finds that 
interest and sales are being made in 
two-shade tans, combinations of very 
dark tan calf trimmed with medium 
shades of tan in full wing tip, with 
medium round toe. The moccasin type 
of shoe ranks in very high favor with 
college men. 
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here Convenience Counts ~ ~ = 


You are overlooking a decided sales advantage 
if you are not stressing the advantage of lacing 
hooks on boys’ shoes. Boys like them because 
they are quick and easy to lace. Their mothers 
like them because the boy can be taught to 
look out for his own shoes . . . Stress these ad- 
vantages with your customers . . . They mean 
readier sales. 


rh — 
° p= _ TUBULAR RIVET AND STUD CO 
United Shoe Machinery Corporation, Selling Agents 
C | 140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


CING HOOKS 
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A can of Invisible Middlesole and—a putty knive—is all you Laser cana Al 
need to fill shoe bottoms the modern way. Sinentchhabcttien 
Invisible Middlesole provides an even tread, assures absolute 1. rr FORMS A 3 PLY UNIT 
protection against moisture, cold or dampness penetrating to 2. PREVENTS AIR POCKETS 
the inner sole and retains a maximum flexibility—all in one sianvieieunaral 


4, RESISTS MOISTURE 


simple operation. 


5. RESISTS HEAT & COLD 
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A VULCO PRODUCT made by 


BECKWITH: MFG:COMPANY 


STATLER BUILDING «© « «+ BOSTON, MASS. 
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NO. 7 OF A SERIES PRESENTING SPAULDING’S COUNTERS TO SHOE BUYERS EVERYWHERE 








PAULDING 


Counters 








SPAULDING’S SHANK ORDINARY =< ] 
FIT COUNTER COUNTER 











HERE IS A COUNTER 
IMPROVEMENT that | 








| | you will want in your shoes 


Just as your judgment guides the manufacturer’s choice as to visible 
| parts of his shoe—so may you influence him in selecting what is “hidden”. 


For instance, he will gladly put Spaulding’s SHANK FIT Counters in 
your shoes if you so specify on your orders. The “SHANK FIT” (methods 
patented) means a better fitting and a more stylish and satisfactory shoe— 

\ because— 


it is a counter fully modeled, in the making, to exactly fit the last at all 
\ points of contact. Thus it is an exact fit before it is ever placed in the 
shoe and will retain this shapeliness after the shoe comes from the last. 


Specify 
PAULDING 


SHANK - FIT 
Counters 






pauldin 


NORTH ROCHESTER NEW HAMPSHIRE 
Boston Office: 203°B Albany Bldg. 
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Look at the Linings” 


Mr. John H. Thompson 
of R. P. HAZZARD CO. 


GARDINER, MAINE 


SAYS . « - ‘It goes without saying that we 
would not use such large quan- 
tities of your lining leathers if 
we did not get superior results 


with them.” 
e 
After all, the value of any material entering into a shoe is measured by the 
results obtained. When a shoe maker of Mr. Thompson’s ability says that 
he gets superior results with HAMEL LINING LEATHERS, you may be sure 
that those leathers add a definite selling value. 


L. H. HAMEL LEATHER CO. 


SPECIALISTS IN LINING LEATHERS 


TANNERY AT HAVERHILL, MASSACHUSETTS 
BOSTON SALES OFFICE: 164-168 SOUTH STREET 


WILLIAM G. BLAIN GEO. Ww. NEWMAN JOSEPH S. SALOMON 
Philadelphia Pa. Lo ahd mag Bos Seiderman, Salomon Oo. 
olumbu ° 
JOHN B. DAILEY @ CO. ” — a 


St. Louis, Mo. NORMAN NELSON F. DOLL & COMPANIA 
e ‘au nn. ’ 
JOHN T. QUINN ‘ eee 


Rochester, N. Y. A. k an ge SeD. iis J. ALBA 
ontreal, Canada e D. F. 
GEO. W. NEWMAN “ iGo F., Mexico 


LEATHER CO. RAYMOND H. THAYER JOHN R. H. WARD 
Cincinnati, Ohio London, England Milwaukee, Wis. 








PERFECT 
LINING 
LEATHERS 





NU-PROCESS 











